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PREFACE 

IN  presenting  the  numerous  letters  and 
forms  included  in  the  ninth  Unit,  I  have 
had  the  generous  assistance  of  exporters 
whose  files  have  been  placed  at  my  disposal 
and  of  men  in  several  institutions  connected 
with  phases  of  export  work  who  have  sup- 
plied forms  and  information  regarding  them. 
The  Unit  has  also  been  read  critically  by 
several  of  the  cooperators  in  the  Course  and 
has  been  submitted  to  Mr.  V.  Gonzales,  Man- 
ager of  the  Cocoa  Department  of  Gaston, 
Williams  and  Wigmore,  Inc.,  and  formerly  of 
the  National  Association  of  Manufacturers, 
and  to  Mr.  B.  Olney  Hough,  editor  of  the 
"American  Exporter"  and  author  of  "Prac- 
tical Exporting." 

I  take  pleasure  in  expressing  here  my 
grateful  appreciation  of  the  helpful  assist- 
ance and  criticism  that  these  gentlemen  have 
given. 

E.  L.  B. 
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Accuracy 


'"'CT'OU  Americans,"  remarked  a  Dutch  gov- 
1  ernment  official  in  Java  a  few  years  ago, 
"are  always  trying  to  get  ahead  of  the 
calendar.  In  Holland  we  call  your  country  the 
land  of  possible  impossibilities.  You  are  quick,  yes, 
and  progressive,  but  you  are  not  careful,  not  ac- 
curate, as  a  good  Amsterdam  trader  would  be." 

To  the  foreigner,  accuracy  stands  high  in  the 
scale  of  business  virtues.  Attention  to  the  details 
of  all  transactions,  unswerving  adherence  to  the 
terms  of  contracts,  avoidance  of  all  the  loose  busi- 
ness practises  which  in  domestic  trade  are  excused 
on  the  ground  that  they  tend  to  "speed  up" 
business — these  are  essentials  to  successful  relations 
with  the  customer  across  the  seas. 

An  American  exporter  who  had  learned  the  dis- 
astrous effect  of  inaccuracy  had  the  desk  blotters 
in  his  foreign  department  stamped  with  the  words 
"Have  you  checked  it?"  "A  reminder  when  you 
blot  your  signature"  was  his  sole  remark  as  he 
handed  the  blotters  to  his  subordinates. 

Accuracy  in  the  technique  of  your  export  methods 
will  yield  you  profits  in  increased  efficiency  and 
in  an  enviable  reputation  among  your  customers 
abroad. 


The  History  of  an  Export  Transaction 

THE  ninth  Unit  of  the  Course  will 
approach  the  subject  of  export  trade 
with  two  objects  in  view. 

First,  it  will  present  export  transactions  in 
their  chronological  order,  with  the  purpose 
of  showing  how  the  various  activities  dis- 
cussed in  preceding  units  dovetail  into  one 
another.  A  knowledge  of  how  an  export 
transaction  looks  in  its  entirety  is  fully  as 
essential  to  a  complete  knowledge  of  foreign 
trade  as  is  the  more  minute  study  of  each  of 
its  separate  phases.  A  man  in  an  export  de- 
partment of  a  prominent  American  industry 
recently  remarked  that,  for  all  his  years  of 
making  out  bills  of  lading,  he  could  not  put 
his  finger  on  the  exact  points  where  his  work 
"fitted  into  the  general  scheme."  Unit  IX 
will  endeavor  to  present  "the  general  scheme" 
in  its  logical  sequence. 

Second,  the  Unit  will  deal  with  the  subject 
illustratively  rather  than  dogmatically.  Em- 
phasis will  be  laid  on  actual  export  orders. 
Instead  of  asserting  rules  and  assuming  the 
form  of  a  manual  or  handbook,  the  Unit  will 
consist  of  a  number  of  examples,  showing  how 
specific  export  shipments  have  been  handled. 
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This  will  be  done  by  reprinting  actual  let- 
ters.   It  is  a  practise  in  one  of  our  large  cor- 
porations— and  I  daresay  in  all  of  them — that 
a  man  who  is  about  to  be  sent  to 
The  Value  of  a   new   territory   be    detailed    to 

''Going  Over  tke^      a        ^^^^    ^^^    correspondence." 
Correspondence         t-t         .  ,  i     i  i  • 

Experience  has  proved  that  this 

method  is  the  quickest  and  surest  way  of  get- 
ting in  advance  an  acquaintance  with  the  prob- 
lems and  conditions  to  be  met  with  in  the  new 
country.  A  letter  file  is  condensed  experi- 
ence. I  recall  an  English  salesman  whom  I 
met  in  Penang,  Straits  Settlements,  who 
pointed  to  a  travel-worn  steel  letter  trunk,  and 
remarked:  "There's  six  years'  export  selling 
in  a  nutshell,  and  I'll  wager  that  you  would 
have  difficulty  confronting  me  with  a  situa- 
tion in  Far  Eastern  salesmanship  that  I  could 
not  duplicate  very  closely  in  that  tin  box!" 

Through  the  kindness  of  manufacturers 
and  others,  access  has  been  had  to  files  of  ac- 
tual correspondence,  and  the  letters  presented 
are  modeled  after  originals  from  those  files. 
Sometimes  the  letters  printed  are  composite 
letters,  combining  important  features  taken 
from  a  number  of  originals.  The  names  given 
in  all  cases  are  fictitious  and  in  most  cases 
the  transactions  have  been  so  modified  as  to 
shield  the  identity  of  the  originals. 

In  following  the  various  transactions  from 
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beginning  to  end,  it  will  be  instructive  for  the 
student  to  refer  to  the  unit  of  the  Course 
which  touches  upon  any  step  in  the  transaction 
regarding  which  he  wishes  further  details. 

The  transactions  are  considered  in  all  cases 
from  the  point  of  view  of  the  manufacturing 
exporter.  And,  for  the  sake  of  uniformity, 
it  is  assumed  that  the  same  concern  is  the 
principal  in  all  of  the  export  shipments. 

This  exporting  company,  the  Praxis  Com- 
pany, are  manufacturers  of  all  sorts  of  articles 
for  export,  and  have  factories,  let  us  say,  both 
in  New  York  City  and  Nu- 
cleon,    Indiana.      From   each     The  Praxis  Company, 

factory,  shipments  are  being    Manufacturing 

,,  ^    ,  ,  ,      Exporters 

sent  to  all  parts  of  the  world, 

thus  presenting  the  problems  confronting  the 
exporter  located  at  an  inland  point  as  well  as 
those  confronting  the  exporter  at  seaboard. 

The  first  transaction  represents  a  direct 
overseas  shipment.  The  Praxis  Company 
have  enjoyed  business  relations  with  the  John 
Smith  Company  of  London,  England,  for 
many  years — a  sufficiently  long  time,  in  fact, 
to  insure  few,  if  any,  misunderstandings  re- 
garding the  specifications  and  details  of  the 
goods  handled.  The  John  Smith  Company 
have  come  to  realize,  however,  that  insurance 
against  mistakes  is  a  business  asset,  especially 
in  overseas  trade,  and  in  ordering  their  goods 
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they  have  adopted  complete  and  uniform  ex- 
port order  forms.  For  their  American  busi- 
ness it  is  the  model  form  drawn  up  and  ap- 
proved by  the  National  Association  of  Manu- 
facturers, New  York  City.  They  employed 
this  form  in  the  present  instance,  filling  it  out 
as  shown  on  page  5. 

This  order  leaves  nothing  to  the  imagina- 
tion of  the  Praxis  Company.  The  instructions 
given  on  the  left-hand  side  of  the  order  pro- 
vide the  shipping  clerk  as  well  as  the  finance 
clerk  of  the  Praxis  Company  with  all  of  the 
information  needed  to  insure  the  proper  rout- 
ing, packing  and  financing  of  the  shipment. 
By  specifying  the  date  when  the  goods  are 
wanted,  the  John  Smith  Company  give  the 
Praxis  Company  an  opportunity  to  render  ex- 
act service.  Frequently  manufacturers  will 
not  agree  to  deliver  goods  by  a  specified  date, 
in  which  case  the  order  would  have  to  be 
held  up  pending  another  arrangement.  By 
listing  cable  words  for  each  item  in  the  order, 
as  well  as  a  cable  word  for  the  entire  order, 
the  John  Smith  Company  have  not  only 
facilitated  cable  reference  to  any  doubtful 
portion  of  the  order,  but  have  provided  a 
ready  means  of  duplicating  the  order  or  any 
item  of  it.  Lastly,  by  quoting  credit  refer- 
ences, they  have  eliminated  any  possible  de- 
lay in  the  order  caused  by  elaborate  search 
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for  credit  information.  Should  the  John 
Smith  Company  have  opened  a  credit  with 
any  particular  bank,,  this  would  have  been 
stated  under  "Bank." 

The  Praxis  Company  acknowledge  the  re- 
ceipt of   all  orders.     They  have  organized 
their  correspondence  so  that  the  wording  of 
the  acknowledgment  is  adapted  to 

Acknowledging       ^j^g  status  of  the  business  relations 
Receipt  of  Order         ...  ^      e       -       ^ 

existmg  between  the  foreign  buyer 

and  themselves.  It  is  evident  that  the  same 
sort  of  a  letter  cannot  be  written  to  an  un- 
known dealer  that  might  suitably  be  sent  to 
a  regular  customer  of  long  standing.  The 
John  Smith  Company  being  of  the  latter  type, 
the  reply  is  short,  courteous  and  to  the  point: 

PRAXIS    COMPANY 

New  York  City  and  Nucleon,   Indiana 

New  York  City, 

June  30,   191 — . 
The  John  Smith  Company, 
100  Cross  Street, 

London,  England. 
Gentlemen : 

We  have  received  w^ith  pleasure  your  esteemed 
order  of  June  20,  191 — ,  No.  982,  which  will 
have  our  prompt  and  careful  attention. 
Your  instructions  have  been  fully  noted  and  will 
be  carried  out  in  detail. 

We  appreciate  the  continued  opportunities  that 
you  give  us  of  serving  you,  and  are, 
Yours  faithfully, 

Praxis  Company, 

Charles  fVilliams, 
Export  Manager. 
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This  acknowledgment  letter  is  usually  dis- 
patched as  soon  as  the  order  has  been  passed 
on  by  the  export  manager.  Should  there  be 
any  question  as  to  the  terms  of  the  order, 
however,  a  letter  of  inquiry  takes  the  place 
of  this  acknowledgment.  In  the  present  in- 
stance the  order  was  clear  and  complete  in 
data. 

Having  sent  the  acknowledgment,  the 
Praxis  Company  fill  the  order  from  the  stocks 
which  they  carry  in  their  New  York  ware- 
houses. All  the  goods  are  cased,  as  stipulated 
by  the  London  customers. 

In  Unit  IV  we  have  considered  the  vari- 
ous steps  of  getting  the  shipment  through  the 
customs  and  into  the  hold  of  the  vessel.  Let 
us  consider  these  steps  now  from  the  point 
of  view  of  the  documents  that  the  manufac- 
turer must  make  out. 

The  John  Smith  Company  have  specified 
that  the  goods  shall  go  forward  by  the  Blue 
Star  Line.  Whether  or  not  another  line 
quotes  a  cheaper  rate,  the  Praxis  Company 
must  follow  the  customer's  in- 
structions. They  telephone  the  Obtaining  the 
Blue  Star  Line  and  find  that  a     Shipping  Permit 

.     ,        .  1  ,       <■      ond  Dock  Receipt 

Steamer  is  leavmg  on  the  7th  of 

July  and  that  they  can  obtain  cargo  space  on 
it.  The  space  is  reserved  by  the  Praxis  Com- 
pany by  telephone,  the  Blue  Star  Line  is  ad- 
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vised  of  the  number  of  cases  and  contents, 
and  the  following  shipping  permit  is  then 
issued  by  the  Blue  Star  Line.  This  must  be 
presented  with  the  goods. 


The  Shipping  Permit 
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BLUE  STAR  LINE 

New  York,  July  I,  igi 

S.  S.  AN  CONIC 
Receive  from  PRAXIS  COMPANY 

Three  cases  desks,  three   cases   chairs,   on* 
case  cabinet,  one  box  catalogs. 
To  be  delivered  July  2,  3, 

It  is  understood  that  this  engagement 
is  on  the  condition  that  delivery  shall  be 
made  promptly  at  the  time  called  for  in  this 
permit  or  space  will  not  be  reserved,  and 
the  steamer  and  its  agents  shall  be  absolved 
from  any  and  all  liability  arising  out  of  the 
issuance  of  or  under  this  permit,  including 
any  liability  that  may  arise  on  account  of 
the  steamer's  proceeding  to  sea  without  the 
goods. 

To  the  Receiving  Clerk    Blue  Star  Line 
Pier  00,  North  River. Per  John  Brown 

No  freight  received  sfler  12  Doon  on  day  prior  lo  saifing 
of  steamer  and  after  5  p.  m.  on  other  days. 


The  eight  cases  are  sent  on  the  company's 
truck  to  the  Blue  Star  Line  pier.  The  driver 
takes  the  shipping  permit  and  a  dock  receipt 
made  out  in  duplicate.  When  the  goods  are 
delivered  at  the  pier,  the  receiving  clerk 
keeps  the  permit  and  signs  the  receipt,  hand- 
ing the  original  to  the  driver. 

Statements  are  also  printed  on  this  receipt 
calling  the  shipper's  attention  to  the  provi- 
sion of  the  United  States  Revised  Statutes 
regarding  shipment  of  explosives  and  other 
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dangerous  cargo  and  to  the  War  Clause. 
(The  War  Clause  is  reproduced  later  in  this 
chapter  in  the  copy  of  bill  of  lading.) 


The  Dock  Receipt 


OR.G.NAL      gLUE  STAR  LINE      Ba._i£l 

NEW  YORK  AND   LONDON  SERVICE 
PIERS  00.  Nortli  River.  New  York,    July3,igi- 

PRAXIS  COMPANY 


RECEIVED  frem- 


(•r  thipment  by  the  Stemmer AN  CONIC ^^  LONDON  : 

Subject  to  all  the  conditions,  exceptions  and  liberties 
of  the  Company's  Bill  of  Lading. 

Description  of  Goods :  ^  t 

£^  «J 
Three  (j)  cases  desks,  three  (j)  cases  chairs,  '^-a  t 
one  (i)  case  cabinet,  one  (/)  box  catalogs.         o  S.S 


Marks: 


LONDON 


RICHARD  ROE     ^..^•„,..^,^, 


The  above  packages  must  be  cleared  at  the  Custom-House  before  Noon 
on  the  day  BEFORE  sailing,  and  this  receipt  must  be  returned  to  the 
office,  where  Bills  of  Lading  or  Parcel  Receipt  will  be  signed. 

A  SEPARATE  SHIPPING  RECEIPT  MUST  BE  OBTAINED  FOR  EACH  DELIVERY. 


We  have  followed  the  progress  of  the 
goods  from  the  warehouse  to  the  pier,  a  trans- 
portation problem.  We  must  now  retrace  our 
steps,  for,  previous  to  leaving  the  warehouse, 
details  connected  with  the  invoicing  of  the 
goods  had  to  be  attended  to.  The  shipment 
had  to  be  weighed  and  measured  carefully 
and  the  data  noted,  for  the  final  drawing  up, 
first,  of  the  statement  of  weights,  measure- 
ments and  rates,  and  second,  of  the  invoice. 

The   statement  of  weights,   measurements 
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EXPORT   TECHNIQUE  ii 

and  rates  informs  the  consignee  of  many  de- 
tails which  may  be  necessary  in  some  coun- 
tries for  customs  declarations 

as  well  as  for  estimating  land-    Statement  of  Weights, 
ing  charges,  requisite  storage    ^^e^urements  and 
space  in  warehouses  and  any 
other  items  having  to  do  with  the  physical 
character  of  the  goods.     In  the  present  in- 
stance it  was  made  out  as  shown  on  the  pre- 
ceding page. 

The  freight  rate  was  quoted  by  the  Blue 
Star  Line  by  telephone  at  the  time  the  Praxis 
Company  reserved  space  for  the  shipment. 
It  is  stated  in  American  currency,  although 
when  exchange  with  Great  Britain  is  more 
normal,  the  rate  is  ordinarily  quoted  in 
pounds  sterling.  In  figuring  the  cubic  meas- 
urement of  the  shipment,  the  Praxis  Com- 
pany have  followed  the  usual  shipping  cus- 
tom of  stating  cubic  inches  in  twelfths  of  a 
cubic  foot,  that  is  149'''  represents  149  V12  cubic 
feet  or  149  cubic  feet  864  cubic  inches. 

The  form  which  the  export  invoice  is  to 
assume  is  largely  determined  by  the  charac- 
ter of  the  business.  In  some  cases  the  domes- 
tic invoice  is  modified  to  fill  the  require- 
ments of  the  export  trade.  The 
export  invoice,  as  a  rule,  con-  The  Export  Invoice 
tains  not  only  specifications  of  the  articles 
which   comprise   the   shipment,   but   also   of 
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The  Export  Invoice 
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the  advances  for  ocean  freight,  insurance  and 
other  incidental  charges  which  the  manufac- 
turer has  made  for  account  of  the  buyer. 
When  it  is  not  possible  to  add  these  charges 
to  the  invoice  in  time  to  catch  the  mail  leav- 
ing by  the  same  steamer  as  the  goods,  resort 
is  often  had  to  special  forms  or  a  special  let- 
ter in  which  the  customer  is  advised  of  the 
charges  not  included  in  the  copy  of  the  in- 
voice that  accompanied  the  shipment. 

The  Praxis  Company  employed  the  form 
of  invoice  reproduced  on  the  opposite  page. 

A  study  of  this  invoice  will  show  how  the 
trade  discounts  are  entered,  how  the  value 
of  goods  not  charged  is  stated,  and  how  the 
total  of  the  invoice  is  converted  into  a  for- 
eign currency,  in  case  the  draft  is  to  be 
drawn  in  that  currency.  It  will  be  observed 
that  the  cubic  measurement  on  which  the 
ocean  freight  is  charged  is  greater  than  that 
appearing  on  the  statement  of  weights,  meas- 
urements and  rates.  This  is  due  to  the  fact 
that  the  steamship  lines  figure  on  "over-all" 
measurements — that  is,  irregularly  shaped 
packages  pay  for  the  room  they  take  up  and 
not  for  their  actual  cubic  measurement.  This 
accounts  for  the  slight  discrepancy  in  the 
present  case. 

It  is  evident  that  the  items  of  freight  and 
insurance  were  entered  on  the  invoice  only 
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after  the  steamship  charges  were  definitely 
known  and  the  data  necessary  to  figure  the 
insurance  had  been  received.  It  was  the  cus- 
tom to  insure  goods  upon  the  total  invoice 
value — including  freight,  insurance  and  other 
charges — plus  lo  per  cent.,  raising  the  re- 
sulting figure  to  the  nearest  multiple  of  ten. 
Thus  expected  profit,  interest  and  other  value 
accruing  on  the  shipment  were  covered.  Esti- 
mating invoice  value  at  $230  and  adding  10 
per  cent,  gives  $253,  which  is  raised  to  $260, 
and  the  premiums  for  marine  and  war  risks 
figured  on  that  amount. 

As   is   specified   in   the   dock   receipt    (on 
page  9),  the  goods  must  be  cleared  through 
the  custom-house  before  noon  on  the  day  be- 
fore sailing — that  is,  before  noon 
Shipper's  Export      ^f    j^j      ^       ^j^^    p^^^j^    ^^^_ 

Declaration  1         <-  1  1 

pany,    therefore,    make    out    the 

shipper's  export  declaration  according  to  the 
form  inserted,  and  swear  to  this  declaration 
before  the  proper  authorities.  A  copy, 
signed  by  the  customs  authorities,  is  retained 
to  be  presented  at  the  office  of  the  shipping 
company  when  the  bill  of  lading  is  made  out. 
The  laws  of  Great  Britain  require  no  con- 
sular documents,  so  the  Praxis  Company, 
having  obtained  the  export  declaration  and 
the  dock  receipt,  are  now  ready  to  make  out 
the  bill  of  lading  and  have  it  signed.     The 


PREPARATION  OF  EXPORT 


1.  THE    SHIPPER    MUST    PREPARE   THIS    EXPC 

oflScer,  notary,  or  other  authorized  officer.  The  declaration 
shipment  for  exportation  by  vessel  if  the  total  value  of  th 
to  Canada  or  Mexico  by  car,  vehicle,  or  ferry.  If  the  dec 
be  in  writing  on  this  declaration  or  other  document  filed  witl 
from  the  duplicate,  but  must  always  appear  on  the  original, 
as  confidential  and  information  not  disclosed  without  written 
piled   from  these  declarations   and   all  data  required   on    the 

2.  DOMESTIC  ARTICLES   EXPORTED.— The  value 
in  the  United  States  must  be  stated  in  the  column  of  "U.  S 

3.  FOREIGN     ARTICLES     EXPORTED.— The     value 
the  same  condition  as  imported  must  be  stated  in   the  colum 
process   of  manufacture   or   alteration   in    the   United  States 
Thus:    Imported    raw   sugar   refined   in   the   United   States    si 


ORIGINAL— (For  CoilcMl  SUI 


SHIPPER'S  EXPORT  DECLARATION 

Of  Merchandise  Shipped  to  Foreign  Conntries  or  Nonconfi^aons  Territor 


Merchandise  shipped  by        PRAXIS   COMPAMY 

Address^  No.     33 Street  Carlton 

From Ne«r  York  City 


Ciiv     New  York 


For  shipment  on  the     Britiai] 


From  New  York  CI t y 


To  port  of      London 


Country  of  Great   Britain 


#1-5    i  S  cases    Oak  Flat  Top  Desks 


5  pes 


*4-6 


3  cases  Revolving  Desk  Chairs 


3  pes 


OakLetter  Filing  Cab ijiej. 
Catalogs  and  advertising 
Matter 


1  piece 
ISOoatgs 
6elec 


i'Si"     Waybill  or  Manifest  No._ 


_Date_ 


.Declaration  C.  H.  No._ 


I,  the  undersigned,  solemnly  and  truly  declai 


by  the  party  named 


above  statement  is  a  complete,  just,  and  true  Kcount  of  all  merchandise  shipped 
'"a'I'C  ^Vi""'","'  "'■^""-■'^-  —ift  to  the  place  or  country  named  above;  and  that  the  description  and  auantitvof 
.  trury  .,a,e«,  and  that  the  values  thereof  are  the  actual  costs  or  values  at  the  time  and  place  ot  shipment  for  e.poSn! 

d  subscribed  lo  before  me  Signature: 


PRAYTS  nnMP/\T^Y 
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PREPARATION  OF  EXPORT  DECLARATION  —  ( Read  CareftJly )  • 

1  THE  SHIPPER  MUST  PREPARE  THIS  EXPORT  DECLARATION  and  Bub.cribc  to  the  oath  Lefoie  a  co 
officer,  notary,  or  other  authorked  officer.  The  dedorolion  must  be  signed  by  the  shipper,  but  the  oath  may  be  ,™ittc<l  0 
.hipmenl  for  e»porl.Uon  by  vessel  i(  the  total  value  of  the  items  does  not  exceed  SluO  and  on  shipments  regarol"  «> 
lo  Canada  or  Mexico  by  car,  vehicle,  or  ferry.  If  the  declaration  is  executed  by  an  agent  for  the  shipper  the  aul.ionty 
be  in  writing  on  this  declaration  or  other  document  ftled  with  the  CoUeetor.  The  values  and  names  of  shippers  may  b*  »' 
from  the  duplicate,  but  must  always  appear  on  the  original.  The  original  is  for  Ihe  use  of  customs  officers  and  will  be^, 
a«  confidential  and  mform.Uon  not  disclosed  without  written  authority  of  the  shipper  or  his  agent.  Export  -  "-'  ~-  -- 
piled  from  these  declarations  and  aU  data  required  on   the  prescribed   form  must  be  furnished. 

2.    DOMESTIC  ARTICLES   EXPORTED.— The  value  of  all  articles  grown,  produced,  or  manulaetuptd  i 
In  the  United  States  must  be  stated  in  the  column  of  "U.  S.  Products." 

8.  FOREIGN  ARTICLES  EXPORTED.— The  value  of  arUcles  of  foreign  origin  shipped  out  o 
Ihe  same  condition  as  imported  must  be  stated  in  the  column  o(  "Foreign  Products."  If  foreign  artielci 
process  of  manufacture  op  alteration  in  the  United  States  they  become  United  Slates  products  and  muj 
Thus:    Imported   raw  sugar   refined   in   tlie   United   States   should  be   reported  as  a  domestic  product 

4.    THE  VALUE  OF  ARTICLES  to  be  stated  is  tlie  selling  or  invoice  price  or  the  actual  cost  or  true  market 

5     DESCRIPTION   OF  ARTICLES   EXPORTED  must  be    accurate   and   complete.     General   terms   such 
groceries,  meats,   machinery,  millinery,  etc..   will   not  be   accepted.      In   the   case   of  cheese   the  declar, 
filled  or  unfilled,  oleomargarine  whether  colored  or  uncolured,  butter  whether  pure,   adulterated,   or  ri 

».    THE  KIND  OF  PACKAGES  as  boxes,  barrels,  etc.,  and  the  net  weight  exclusive  of  outer  coverings,  must  be  specifir- 

7.    THE  TOTAL  QUANTITY  of  each  article  expressed  in  the    usual   measure    of    pounds,   yards,   gallons,   etc.,    must    be 
stated.     Domestic  spirits  exported  must   be  stated  in   gallons  of  60  per  cent,   alcoholic  strength. 

8  THE  COUNTRY  OF  FINAL  DESTINATION  OF  GOODS— that  is.  the  country  to  which  good!  are  sold— must  be 
shown.  Special  care  should  be  exercised  to  state  the  fmal  destination  of  goods  shipped  through  Canada  to  Europe,  and  of  goods  , 
to  be  transshipped  in  the  United  Kingdom,  the  Netherlands,  Germany  and  France  en  route  to  other  ce""»-'— 

9.  INSPECTION  CERTIFICATES— Process  butter  or  butter  adulterated  or  renovated  must  be  accompanied  by  certincale  I 
of  purity  issued  by  the  United  States  inspector  of  dairy  products.  Certificate  of  inspection  must  be  presented  to  the  CoUeetor  I 
for  meat  and  meat  food  products  exported  when  required  by  the  regulations  of  the  Department  of  Agriculture 

10.  EXPORT  SCHEDULE  B  may  be  obtained  free  of  charge  from  the  Bureau  of  Foreign  and  Domestic  Commerce,  | 
Department  of  Commerce,  Washington,  D.  C,  and  will  be  of  much  assistance  to  exporters. 
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DECLARATION— (Read  Caretilly) 


IRT  DECLARATION  and  subscribe  to  the  oath  lefoie  a  customs 
must  be  signed  by  the  shipper,  but  the  oath  may  be'^niitted  on  any 
e  items  does  not  exceed  $100  and  on  shipments  regarJess  of  value 
laration  is  executed  by  an  agent  for  the  shipper  the  aul^ority  must 
I  the  Collector.  The  values  and  names  of  shippers  may  i?  omitted 
The  original  is  for  the  use  of  customs  officers  and  will  bt*^^^^^" 
authority  of  the  shipper  or  his  agent.  Export  statistics  art  com- 
prescribed   form  must   be   furnished. 

of  all  articles  grown,  produced,  or  manufactured  in   whole  or  j?" 
I.  Products." 

of  articles  of  foreign  origin  shipped  out  of  the  United  States  P 
n  of  "Foreign  Products."  If  foreign  articles  are  subjected  to  an}' 
they  become  United  States  products  and  must  be  reported  as  such, 
lould  be   reported   as  a   domestic   product. 

.     ii; __    :„„„:„„    ,,»,;,,«    r,^    t-Ua    onfual     /»ncl-    or     triip     murlrpt    vallip     at 


II  ll 


s^il 


"till 


BLUE  STAR  LINE 


FOBWARDIHO  CLAUSEl-Applylnsoiilyll 


WAB  CLAOSe:-lI  ."  1 .  ■  ■»"«  • 


SHIPPERS  MARKS  AND  NUMBERS 


V) 


LONDON  BILL  OF  LADING 


IRccei'veb, 


.PRAXIS  ..COMPANY. 


and  coidit-un.  (:■ 

urposes  of  the  Line  or  working  by  arrangement  or  id  coDJunetion  v 

J. .JONES. orwhoe 

Line,  and  bound  for  LONDON,  calling  at ~ " ~ "".'"! ".T 


id.  it)  called  the  S.  S AttC.ONJ.C 

er  else  may  go  as  Master  in  the  said  Ship,  or  failing  shipment 


I  apparfDt  h^o^  order 
(iucluding  ships  chartered  or  hired  for  the  i 

whereof  is  Master  for  the  present  voyage 

ship,  then  in  and  upon  other  ships  of  the  *sami 

goods  or  property  as  described  by  the  shippers  and  said  to  be  marked  and  numbered  i 

condition  {subject  io  Ifie  excepiiom  anif  reilrhlioiis  of  the  /ollou'li-^  aud  uiulermeHlioiied  (lauit-s)  at  the  Port  of  LONDON 

thereto  as  .h=  ship  may  safely  set  Unto. ..  ORDER ...  .(NOT.l  FY  .  .J.OHN  .  .SM.IIH  .  .COMP.A.N.Y. .  ..W.Q..CRQg§.  .STREET . 

I.) at  the  laleof   AS    PER    MARC^IN delivered, 

THREE..(3)...CA.SES..P.ESK.S. 
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Steamship  of  the  BLUE  STAR  LINE 
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•espomibilily  iliall  <ease)  in.  the  like  order 


Assigns,  freight  payable 

istoined  and  charges  as  under; 


loftheSws.Pi 


It  Sblp'fl  eipeoM,  add  Shipper^ 
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NOS     1-8 


.  ffl,....,,63 ..par  c.  /(.    $  95.76,.- 


relEht,  when  payable  by  S 


Dated  in  NEW  YORK  this  .TTH day  of _JULY. . 
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bill   of   lading   is   made   out   in   the   Praxis 
Company's  own   office  in  eight  copies:  one 
for  file,  two  for  steamer's  use,  two 
non-negotiable   copies  for  the  con-    ™f"  ^'''  ^f 
signee,  and  three  negotiable  copies. 
The  negotiable  copies,  mentioned  in  the  bill 
of  lading  itself,  are  signed  by  the  Blue  Star 
Line.    They  are  made  out  *'to  order"  and  are 
indorsed  by  the  Praxis  Company  before  be- 
ing attached  to  the  draft.    The  bill  of  lading 
inserted  is  a  copy  of  the  document  in  the 
present  instance. 

The  Praxis  Company  have  found  that, 
owing  to  the  great  number  of  shipments  that 
they  handle,  they  can  obtain  better 

insurance  rates  by  working  through       /'^^  '^  *^^ 

,      ,  rr.,  ,  the  Insurance 

insurance    brokers.       1  hey    have    a 

form-letter  by  which  they  request  the  broker 

to  negotiate  insurance  for  them. 

PRAXIS    COMPANY 

NEW  YORK  CITY  AND   NUCLEON,    INDIANA 

New  York  City, 

July  3,  191—. 
The  Marine  Insurance  Brokerage  Co., 

New  York  City. 
Gendemen : 

Please  negotiate  insurance  for  marine  and  war 
risks  the  sum  of  $260  on  three  cases  desks,  three 
cases  desk  chairs,  one  case  letter  filing  cabinet, 
to  be  shipped  on  the  S.S.  Anconic  at  and  from 
New  York  to  London,  loss  payable  to  John 
Smith  Company  at  London. 

Yours  truly, 

Praxis  Company. 
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Note  that  the  insurance  is  to  cover  risks 
at  New  York — that  is,  while  goods  are  on 
steamer  prior  to  sailing.  The  insurance  brok- 
ers attend  to  all  the  details  of  negotiating  the 
insurance.  In  time,  they  advise  the  Praxis 
Company,  sending  either  their  own  insurance 
certificate  or  that  of  the  insurance  company. 
In  this  case,  they  send  the  certificate  of  the 
Excelsior  Insurance  Company  of  America, 
with  whom  they  have  negotiated  the  insurance. 

The  Insurance  Certificate 


$260.  No.    OOQ/. 

EXCELSIOR    INSURANCE    COMPANY    OF   AMERICA 

Marks  and  Numbers 


1-8 

LONDON  New  York,  N.  Y.,  July  5,  191—. 

This  is  to  Certify,  that  on  the  fifth  day  of  July,  igi — , 
this  Company  insured  under  PoHcy  No.  201,070  for  PRAXIS 
Company  the  sum  of  Two  Hundred  Sixty  Dollars  in  Gold, 
on  Three  (j)  cases  Desks,  Three  (j)  cases  Chairs,  One  (/)  case 
Cabinet, 

valued  at  sum  insured  shipped  on  board  of  the  S.  S.  " An- 
conic" 

at  and  from  New  York  to  Lo-ndon, 

and  it  is  hereby  understood  and  agreed,  that  in  the  case  of 
loss,  such  loss  is  payable  to  the  Order  of  John  Smith 
Company,  London,  on  surrender  of  this  Certificate. 

This  Certificate  represents  and  takes  the  place  of  the  Policy, 
is  subject  to  all  the  terms  thereof,  and  conveys  all  the  rights 
of  the  Original  Policy-Holder  (for  the  purpose  of  collecting 
any  loss  or  claims),  as  fully  as  if  the  property  were  covered  by 
a  Special  Policy  direct  to  the  holder  of  this  Certificate,  and 
free  from  any  liability  for  unpaid  premiums. 
Not  Valid  unless  Countersigned  by  Praxis  Company. 

Countersigned,  Excelsior  insurance  company 

Praxis  Company  of  America 
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The  Praxis  Company  have  given  their 
brokers  to  understand  that  pilferage  and  fire 
risks  are  always  to  be  covered  by  the  marine 
policy  against  which  this  certificate  is  issued. 
A  separate  certificate  is  issued  for  war  risk. 

The  Praxis  Company  now  have  the  follow- 
ing documents  that  are  needed  to  accompany 
the  draft: 

Three  negotiable  bills  of  lading  (the  full  set) 
made  out  to  order  and  indorsed  in  blank. 

Certificate  of  marine  insurance  in  duplicate. 

Certificate  of  war  risk  insurance  in  duplicate. 

Two  copies  of  the  invoice,  showing  all  charges. 

Two  copies  of  the  memo  of  weights,  measure- 
ments and  rates. 

Reference  to  the  order  of  the  John  Smith 
Company  shows  that  the  draft  is  to  be  drawn 
at  90  days'  sight,  documents  against  accept- 
ance.     The    credit    of    the    John 
Smith  Company  is  good,  hence  there      ^^^J"^  ^^^ 
is  no   necessity  of  soliciting  credit 
information  from  the  references  given.    The 
credit   man   placed   his   O  K   on   the   order 
when  it  was  first  received.    The  invoice  clerk 
of  the  Praxis  Company,  therefore,  now  draws 
the  draft  (shown  on  page  18)  without  fur- 
ther delay.    The  amount  of  the  draft  has  al- 
ready been  figured  in  the  invoice,  the  rate  of 
exchange  covering  the  interest  for  the  90  days. 
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The  Draft 


Exchange  for  £49/2/6  New   York,  July  7,  igi — . 

Ninety    Days    after    sight    of    this    First    of     EXCHANGE 
(the    Second    being    unpaid)  pay  to  the  order  of 

— ---    FORTY-NINE    POUNDS    STERLING    2/6    ■— — 

Value    received    and    charge   same    to   the   account   of 
merchandise  ex  S.  S.  AN  CONIC. 

To  Messrs.  John  Smith  Company,  praxis  Company, 
700  Cross  Street,  Charles  Williams, 

London  Export  ^.lanager. 

No.  432 


The  Second  of  Exchange,  filled  out  in  the 
same  way,  accompanies  this.  To  the  bill  of 
exchange,  first  of  which  is  to  be  sent  for- 
ward on  the  steamer  carrying  the  goods,  are 
attached  all  the  documents  mentioned  on  the 
preceding  page.  The  draft  is  indorsed,  that 
is,  the  export  manager  of  the  Praxis  Com- 
pany has  written  across  the  back  of  both  the 
first  and  the  second  drafts: 

PRAXIS  COMPANY, 

Charles   fVilliams, 

Export  Manager. 

Before  the  draft  is  made  out  or  the  con- 
version at  the  foot  of  the  invoice  figured,  the 
cashier  has  obtained  exchange  quotations  from 
the  various  banks  to  which  the  Praxis  Com- 
pany is  accustomed  to  offer  its  bills.  On  the 
basis  of  the  best  quotation,  he  has  calculated 
the  amount  for  which  the  draft  is  to  be 
drawn. 
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Having    indorsed    the    draft,    the    export 

manager  turns   it  over  to   the  cashier,   who 

handles    the    selling   of    all    the 

bills  of  exchange.     To  the  bank      ^^^^^ng  the  Draft 

that  has  offered  the  Praxis  Com-      ^^id  Instructing 

Hankers 
pany  the  best  exchange  quotation 

the  cashier  now  presents  the  draft  and  re- 
ceives credit  for  the  amount — $230.16.  Many 
concerns  have  checking  accounts  with  the 
banks  to  which  they  offer  their  bills  and,  in 
such  cases,  they  ordinarily  arrange  to  have 
the  amounts  of  bills  credited  to  these  ac- 
counts. 

Together  with  the  draft,  he  hands  the  bank 
a  letter  of  instructions,  as  follows: 

PRAXIS    COMPANY 

NEW   YORK   CITY    AND    NUCLEON,    INDIANA 

New  York  City, 

July  7,  191—. 

The  National  Banking  House, 

New  York  City, 
Gentlemen : 

We  hand  you  attached  draft  at  90  days'  sight 
to  the  John  Smith  Company,  100  Cross  Street, 
London,  for  £49/2/6,  proceeds  for  same, 
$230.16,  to  be  placed  to  the  credit  of  our  ac- 
count. 

The  draft  is  accompanied  by  the  following 
papers : 
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Triplicate  bills  of  lading    (full  set  blank 
indorsed). 

Duplicate   copies   of   certificate   of   marine 
insurance  (blank  indorsed). 

Duplicate  copies  of  certificate  of  insurance 
covering  war  risk  (blank  indorsed). 

Duplicate  copies  of  our  invoice. 

Duplicate  copies  of  memo  of  weights,  meas- 
urements and  rates. 

Kindly  deliver  all  documents  against  acceptance 
of  our  draft.  In  case  of  non-acceptance  of  our 
draft,  failure  to  meet  same  promptly  or  non- 
payment we  especially  request  that  you  should 
not  protest  but  should  favor  us  with  a  full  re- 
port as  to  the  customer's  reason  for  his  action. 

Yours  very  truly, 
Praxis  Company, 

Charles  Williams, 

Export  Manager. 

Owing  to  the  many  years  of  satisfactory 
business  relations  with  the  John  Smith  Com- 
pany, the  Praxis  Company  do  not  protest  the 
draft  in  case  of  difficulty,  although  this  is 
usually  the  safest  procedure. 

Coincident  with  the  sale  of  the  draft,  the 

.  -  _  Praxis     Company     advise     the 

Advising  Customer     ^   ,        c     -^x^     r>  ^t   4.u^ 

John   Smith    Company  of   the 

shipment  and  method  of  financing,  as  follows : 
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PRAXIS    COMPANY 

NEW  YORK   CITY  AND   NUCLCON,    INDIANA 

New  Ycrk  City, 

July  7,  191—. 
The  John  Smith  Company, 
i(X)  Cross  Street, 
London. 
Gentlemen : 

We  take  pleasure  in  advising  that  your  order 
No.  982,  our  Invoice  No.  645,  has  gone  forward 
per  S.  S.  Anconic  of  the  Blue  Star  Line  today. 
The  inclosed  copy  of  the  invoice  will  serve  to 
inform  you  of  the  details  of  the  shipment. 
As  stipulated  in  your  order,  we  have  drawn  on 
you  at  90  days'  sight,  documents  against  accept- 
ance. This  draft,  for  the  sum  of  X49/2/6, 
has  been  negotiated  with  our  bankers,  with  in- 
structions to  deliver  documents  to  you  against 
your  acceptance  of  our  draft.  We  are  sure  that 
this  matter  will  meet  with  your  customary 
prompt  attention. 

The  Insurance  for  $260  has  been  covered  In 
the  Excelsior  Insurance  Company  of  America 
through  our  brokers,  the  Marine  Insurance 
Brokerage  Company,  of  New  York,  with  any 
losses  made  payable  in  London.  Insurance  as 
you  have  requested  covers  marine  and  war  risks. 
We  trust  that  the  shipment  will  reach  you  in 
excellent  condition,  and  that  the  supply  of  cata- 
logs and  advertising  matter  which  we  have  sent 
you  without  charge  will  prove  helpful  in  making 
our  products  better  known  to  your  customers. 
You  may  feel  certain  that  we  appreciate  every 
opportunity  you  give  us  of  supplying  you  with 
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our  goods,  and  that  we  shall  at  all  times  wel- 
come any  suggestions  you  may  have  to  make 
regarding  improvements  in  our  methods  of 
manufacture,  packing  or  marketing,  which  your 
experience  in  handling  our  products  may  have 
suggested. 
We  are, 

Yours  faithfully. 

Praxis  Company, 

Charles  Williams, 
Export  Manager. 

With  the  dispatch  of  this  letter,  the  Praxis 
Company  have  nothing  further  to  do  with 
the  transaction,  provided  no  difficulties  arise 
in  connection  with  the  collection  of  the  draft. 
In  order  to  complete  our  "history"  of  the 
order,  however,  let  us  follow  the  steps  that 
still  remain.  They  are  largely  banking  pro- 
cedure. 

The  National  Banking  House  of  New 
York  sends  the  First  of  Exchange  with  the 
original  documents  attached  to  its  London 
correspondent.  The  Second  of  Exchange 
with  duplicate  papers  follows  by  the  next 
mail.  On  receipt  of  the  draft  the  London 
correspondent  bank  presents  it  to  the  John 
Smith  Company  for  acceptance.  In  this  case 
the  course  of  the  draft  was  normal,  nothing 
out  of  the  usual  happening  to  cause  non- 
acceptance  or  other  difficulties.     As  soon  as 
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the  bank  presented  the  draft  to  the  John 
Smith  Company,  the  latter  checked  it  and 
then  wrote  across  the  face  of  the  draft: 

Accepted,  Due  October  16,  igi — . 

Payable  at  London   Traders^  Joint  Stock  Bank 

John  Smith   Company 

per  John  Smith 
July  18,  191 — . 

The  bank  then  surrendered  to  the  John 
Smith  Company  the  various  papers  attached 
to  the  draft  and,  as  soon  as  the  goods  were 
discharged  from  the  steamer,  the  John  Smith 
Company  took  delivery  of  them.  The  draft 
was  discounted  in  the  London  market,  and, 
on  October  16,  191 — ,  the  holding  bank  pre- 
sented the  draft  for  payment  at  the  London 
Traders'  Joint  Stock  Bank  which  honored  it 
as  it  would  have  one  of  the  John  Smith  Com- 
pany's checks.  With  this  payment  the  export 
transaction  came  to  an  end. 


II 

Banking  Documents 

IN  Chapter  I  the  Praxis  Company  drew 
on  the  John  Smith  Company  at  90  days' 
sight,  documents  against  acceptance.  In 
order  to  visualize  the  other  means  by  which 
the  John  Smith  Company  might  have  made 
remittance,  let  us  examine  the  documents 
that  would  have  been  employed  in  each  in- 
stance. 

The  Praxis  Company  might  have  drawn 

on  the  John  Smith  Company  at  sight, 

btght  Vraft      -j^  which  case  the  invoice  total  would 

have  been  converted  into  pounds  sterling  at 

the  ruling  rate  for  sight  drafts,  say  4.75^. 


Exchange  for  £48/7/7  New  York,  July  7,  igi — . 

At  sight  of  this  First  of  EXCHANGE  (the   Second    being 
unpaid)  pay  to  the  order  of 

'^^::'^I9MJrM'^ET...?.9.M.P.?.AT^^^^^^  7/7 — -^ 

Value  received  and  charge  same  to  the  account  of  merchandise 
ex  S.S.  Anconic. 

To  ihe  John  Smith  Company,  Praxis  Company. 

100  Cross  Street,  Charles  Williams, 

London  Export  Manager. 

No.  432 
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On  the  face  of  it,  this  draft  would  have  to 
be  paid  by  the  John  Smith  Company  as  soon 
as  presented  by  the  bank,  which  means,  theo- 
retically, as  soon  after  its  receipt  as  the  bank 
abroad  could  get  it  to  the  company.  Local 
customs,  however,  modify  this  practise  in 
many  instances,  and  frequently  the  draft  is 
not  presented  for  some  days  after  its  receipt. 
To  give  the  consignee  more  time  than  such 
immediate  payment  would  provide,  some 
companies  draw  their  drafts  three  or  more 
days  after  sight. 

In  Chapter  I  we  have  seen  an  instance  of 
a  90  days'  draft.  The  30  days',  60  days'  or 
120  days'  draft  differs  not  only  in  the  number 
of  days  quoted,  but  also  in  the  face  value  in 
pounds  sterling,  since  each  is  converted  into 
pounds  at  its  respective  rate  of  exchange. 
Had  the  draft  on  the  shipment  to  the  John 
Smith  Company  been  drawn  at  30  days  the 
rate  would  have  been  4.72% ;  at  60  days, 
4.703^;  at  120  days,  4.65^. 

Had  the  draft  been  drawn  "documents 
against  payment"  instead  of  "against  accept- 
ance," the  instructions  to  this  effect  would 
have  been  embodied  in  the  letter  of  instruc- 
tions to  the  bank. 

In  the  case  cited  in  Chapter  I,  the  Praxis 
Company  sold  the  draft  outright  to  the  bank 
and  had  the  proceeds  credited  to  the  account 
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which   they   carried   with    the   bank.      It   is 

not  to  be  assumed,  however,  that  in  every 

case  the  bank  will  credit  to  the  ex- 

Disposingof      pQj.fgj.  ^j^g   ^yii   ^^lue  of   the   draft 

which  it  has  purchased  from  him. 
Frequently  it  will  only  advance  cash  against 
the  draft,  usually  from  50  to  75  per  cent, 
of  the  face  value.  This  is  true  especially  in 
the  case  of  concerns  doing  a  very  large 
amount  of  business  with  a  country  whose 
financial  standing  does  not  meet  the  banker's 
requirements  for  stability,  or  where  the  mer- 
chandise is  liable  to  heavy  price  fluctuations 
or  has  not  a  ready  market. 

Let  us  suppose  that  instead  of  selling  the 
draft  outright,  the  Praxis  Company  wished 
to  have  the  draft  sent  forward  for  collection 
and  the  proceeds  credited  to  their  account, 
when  paid.  In  that  instance  the  letter  of  in- 
structions to  the  banker  would  read:  "We 
hand  you  for  collection "  This  pro- 
cedure, however,  would  mean  that  the  Praxis 
Company  must  allow  the  money  to  remain 
outstanding  on  their  books  for  the  length  of 
time  that  the  draft  is  to  run,  and  the  time  of 
transit  from  the  point  of  collection  to  the 
home  city.  If  employed  in  every  export 
transaction,  it  is  obvious  such  a  practise 
would  tie  up  an  enormous  amount  of  capital. 
For  this  reason  the  collection  process  is  sel- 
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dom  used  very  extensively  except  by  firms 
that  have  great  resources  at  their  disposal. 

It  would  be  a  great  deal  more  satisfactory 
and  convenient  for  the  Praxis  Company  if 
the  John  Smith  Company  would  open  a 
credit  in  New  York  City  against  which  the 
Praxis  Company  could  draw. 
Let  us  assume  that  the  John  Commercial 
e     .^,      r-.  1  J  Letter  of  Lredtt 

bmith    Company   have    done    so. 

They  have  negotiated  with  the  National 
Banking  House  for  the  opening  of  a  $5,000 
credit,  against  which  the  Praxis  Company 
are  authorized  to  draw  their  drafts  to  cover 
orders  during  the  second  half  of  the  year. 
The  National  Banking  House  then  advise 
the  Praxis  Company  as  follows: 

NATIONAL  BANKING   HOUSE 

New  York,  June  20,  igi — . 
Irrevocable  Export  Credit  No.  45678 

Expiring  December  30,  igi — . 
The  Praxis  Company, 
New  York  City. 
Gentlemen : 

You  are  hereby  authorized  to  draw  upon  us  for 
account  of  John  Smith  Company  at  ninety  days' 
sight  to  the  extent  of  Five  thousand  and  OO/iOO 
Dollars  covering  shipments  of  merchandise. 
Documents  (Complete  sets  unless  otherwise 
stated)  comprising  Bills  of  Lading  issued  to 
order,  indorsed  in  blank. 
Invoices  in  duplicate. 
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Insurance,  marine  and  war  risk  certificates  to  be 
delivered  to  us  against  acceptance. 
Bills  of  Lading  issued  by  Forwarding  Agents 
will  not  be  accepted  unless  specifically  author- 
ized herein,  and  any  modifications  of  the  terms 
of  the  credit  must  be  in  writing  over  authorized 
signatures  of  this  Bank. 
Drawings  must  clearly  specify  the  number  of 

this  credit.  ,,  , 

Yours  very  truly, 

National  Banking  House, 

Manager,  Foreign  Department, 

The  draft  against  this  letter  would  be 
drawn  in  dollars  and  would  cover  interest  at, 
say,  6  per  cent,  per  annum,  or  ly^  per  cent. 
for  90  days,  as  well  as  invoice  value — that  is, 
$23o.i6+345=$233.6i. 


Exchange  for  $233.61  gold  New  York,  July  7,  igi — . 

Ninety  days  after  sight  of  this  First  of  Exchange  (the  Second 
being  unpaid)  pay  to  the  order  of 

TWO  HUNDRED    THIRTY-THREE  AND  61/100    U.S. 
^ ^GOLD  DOLLARS ^^.«^>-^^ 

Value  received  and  charge  same  to  account  of  Merchandise  per 
S.  S.  " Anconic."     Drawn  under  Letter  of  Credit  No.  45678. 

To  the  National  Banking  House,  Praxis  Company, 

New  York  City.  Charles  Williams, 

No.  432  Export  Manager. 


It  is  also  customary  to  advise  the  bank  by 
letter  or  printed  form  of  the  drawing  of  the 
draft,  as  follows: 
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PRAXIS    COMPANY 

rtEW  YORK  CITY  AND   NUCLEON,    INDIANA 

New  York  City, 

July  7,  191—. 
The  National  Banking  House, 

New  York  City. 
Gentlemen : 

We  beg  to  advise  having  drawn  this  day  by  the 
order  of  the  John  Smith  Company  our  draft 
No.  432  for  $233.61  at  ninety  days'  sight  on 
your  good  selves  covering  merchandise  per  S.  S. 
Anconic,  same  being  drawn  under  your  Irrev- 
ocable Export  Credit  No.  45678  and  bearing  at- 
tached the  following  documents: 

Bills  of  Lading,  all  negotiable  copies,  in- 
dorsed in  blank. 
Invoices  in  duplicate. 

Insurance  certificates  in  duplicate,  marine 
risk  and  war  risk. 
We  recommend  this  draft  to  your  kind  protec- 
tion, and  remain, 

Yours  very  truly, 

Praxis  Company, 
Charles  fVilliams, 
Export  Manager. 

The  draft  with  documents  attached  is  sent 
to  the  bank,  together  with  the  letter,  and  the 
draft  is  accepted  by  the  bank.  The  accepted 
draft  can  then  be  indorsed  and  discounted 
and  cash  less  the  discount  realized.  Ninety 
days  later,  when  the  draft  is  presented  for  pay- 
ment, it  is  paid  in  United  States  currency  by 
the  bank. 
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Before  leaving  the  subject  of  the  financing 

of  export  shipments,  let  us  examine  another 

method  frequently  employed  in  business  in 

the  Far  East.     Let  us  assume  that 

j/^r  Eastern  ^^^  j^^^^  Lumber  Syndicate  in  the 

Method  Til  -I-       •  1      • 

rhilippmes  are  purchasmg  saw- 
mill machinery  in  the  United  States  from  the 
Praxis  Company,  and  that  they  are  well 
known  to  the  Columbia  Bank  of  Manila. 
They  wish  to  provide  for  the  ready  accep- 
tance of  the  bills  drawn  against  them.  They 
therefore  approach  the  Columbia  Bank  and 
guarantee  the  bank  against  the  negotiation 
of  the  bills  by  the  bank's  New  York  corre- 
spondents. They  sign  a  guarantee  as  fol- 
lows: 


LETTER   OF  GUARANTEE   No.   6S43 

Manila,  P.  I., 

June  6,  igi — . 
To  the  Columbia  Bank, 

Manila. 
In  consideration  of  your  correspondents  at  'New 
York  negotiating  the  draft  or  drafts,  at  QO  days 
after  sight,  drawn  or  indorsed  by  the  Praxis 
Company  on  us  for  any  sum  or  sums  not  exceed- 
ing nine  thousand  United  States  gold  dollars,  we 
hereby  agree  duly  to  accept  the  same  on  presen- 
tation, and  pay  the  amount  thereof  at  maturity, 
provided  such  draft  or  drafts  shall  be  negotiated 
within  six  months  from  this  date. 
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With  interest  added  at  6  per  cent,  per  annum 
from  date  of  bill  to  approximate  date  of  receipt 
of  remittance  in  New  York  at  your  rate  for 
bank  demand  drafts  on  ISiew  York. 
At  the  time  of  negotiating  the  above  drafts,  the 
shippers  will  hand  over  to  your  correspondents, 
in  hypothecation,  as  collateral  security  to  you 
for  the  due  acceptance  and  payment  thereof, 
Invoice,  Certificate  of  Origin,  Bills  of  Lading, 
and  Policy  of  Marine  Insurance  and  War  Risk 
Insurance,  for  merchandise,  and  we  agree  that, 
in  case  of  need,  you  shall  be  at  liberty  to  sell  the 
said  merchandise,  and  apply  the  net  proceeds 
(after  deducting  the  usual  merchant's  commis- 
sion to  which  you  are  to  be  entitled)  toward 
payment  of  the  said  draft  or  drafts  without 
prejudice  to  your  recourse  thereon  against  us 
and  all  other  parties  for  any  deficit.  The  word 
"proceeds"  is  to  be  understood  to  include  the 
amount  recoverable  under  any  insurance  policies 
covering  the  said  merchandise. 
It  is  further  agreed  that  you  are  not  to  be  re- 
sponsible for  any  loss  or  damage  which  may 
happen  to  said  merchandise,  either  during  its 
transit  by  sea  or  by  land,  or  after  its  arrival, 
or  by  any  reason  of  the  non-insurance  thereof, 
nor  by  any  deficiency  in  the  quality  or  value, 
nor  for  any  incorrect  representation  of  the  qual- 
ity or  value  thereof,  nor  for  any  stoppage  or 
detention  thereof  by  the  shipper  or  any  other 
person  whomsoever ;  and  Inasmuch  as  the  above 
stipulation  for  handing  you  Bills  of  Lading  is 
intended  for  your  security,  we  agree  to  be  liable 
as  aforesaid  on  the  negotiation  of  such   drafts 
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with  your  correspondents  whether  the  Bill  or 
Bills  of  Lading  be  or  be  not  of  sufficient  value 
to  cover  any  advances  made  by  you  on  negotiat- 
ing; and  further,  in  case  of  our  accepting  such 
drafts  conditionally  or  your  handing  over  the 
aforesaid  documents  to  us,  we  undertake  to  pay 
the  said  draft  or  drafts  at  maturity,  on  per- 
formance of  such  condition,  and  we  authorize 
you  to  make  such  agreements  as  you  think 
proper  with  the  aforesaid  drawers  and/or  in- 
dorsers,  touching  the  disposition  of  such  Bills  of 
Lading  or  the  proceeds  thereof,  or  of  any  goods 
consigned  thereby. 

It  is  further  agreed  that  the  negotiation  of  the 
draft  or  drafts  above  referred  to  shall  be  op- 
tional on  the  part  of  your  correspondents. 
True  Copy. 

Jones  Lumber  Syndicate, 
The  Columbia  Bank,  President. 

Manager. 


Having  covered  themselves  by  this  guaran- 
tee, the  Columbia  Bank  forward  advice  to 
their  correspondents,  the  National  Banking 
House,  to  the  effect  that  this  guarantee  has 
been  given  and  that  they  can  negotiate  the 
documentary  bills  which  are  presented  by 
the  Praxis  Company  on  the  Philippine  con- 
cern. The  National  Banking  House  then 
notify  the  Praxis  Company  by  letter  as  fol- 
lows: 
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NATIONAL  BANKING    HOUSE 

New  York  City, 

July  15.  191 — . 
The  Praxis  Company ^ 

New  York  City, 
Gentlemen : 

We  beg  to  inform  you  that  we  are  instructed 
by  the  manager  of  the  Columbia  Bank,  Manila, 
P.  I.,  to  purchase,  as  offered,  your  documentary 
Bills  drawn  at  go  days'  sight  on  the  Jones  Lum- 
ber Syndicate  to  the  extent  of  Nine  Thousand 
U.  S.  Gold  Dollars  {$9,000)  for  Invoice  cost 
of  merchandise  shipped  to  that  port. 
The  Bills  must  be  accompanied  by  full  sets  of 
Bills  of  Lading,  made  out  to  "Order"  indorsed 
in  blank  and  marked  by  the  shipping  company 
"freight  paid,"  together  with  Invoices  and  Poli- 
cies of  Marine  and  War  Risk  Insurance,  all 
duly  hypothecated  to  the  bank  against  payment 
of  the  Bills, 

Please  note  that  this  is  not  to  be  considered  as 
being  a  bank  credit  and  does  not  relieve  you 
from  the  liability  usually  attaching  to  the  drawer 
of  a  Bill  of  Exchange,  also  that  although  this 
authority  to  draw  is  considered  to  be  open  for 
six  months  from  June  6,  191 — ,  it  may  be  can- 
celed by  us  upon  giving  you  notice. 
Bills  drawn  under  the  above-mentioned  instruc- 
tions must  be  plainly  marked  "Drawn  under 
your  Letter  of  Authority  No.  2 121"  and  must 
be  accompanied  by  this  letter  in  order  that  the 
amount  of  same  may  be  indorsed  on  the  back 

hereof.  ,.  , 

Yours  very  truly. 

National  Banking  House, 

Manager,  Foreign  Department, 
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This  is  a  revocable  credit,  and  would, 
therefore,  not  be  as  acceptable  to  the  Praxis 
Company  as  the  irrevocable  credit  previously 
shown. 

The  foregoing  examples  have  been  taken 
from  the  many  practises  of  the  export  trade. 
It  is  almost  needless  to  say  that  there  are 
many  modifications  of  the  methods  here 
illustrated;  but  the  ones  presented  will  suf- 
fice to  indicate  the  general  procedure.  Of 
the  many  methods  used,  the  most  common 
is  that  of  the  documentary  draft  on  cus- 
tomer. 

Turning  to  the  import  trade,  we  find  that 
the  usual  method  of  handling  incoming  ship- 
ments is  by  commercial  letter  of  credit.  Let 
us  assume  that  the  Praxis  Com- 

Imfiort  Trade        pany  operate  silk  mills  and  im- 
Financedby  ^^^  g.jj^  ^^^^  j  r^. 

Letter  of  Credit      {;  .*'    ^  .       t 

nave    a    representative    m   Japan 

who  oversees  the  choice  and  testing  of  the 
raw  material,  but  he  has  not  funds  sufficient 
to  pay  cash  for  the  consignment.  The  Praxis 
Company  therefore  decide  to  open  a  credit 
to  cover  the  shipment.  They  might  arrange 
to  open  a  credit  in  Yokohama,  the  agent's 
residence,  as  was  done  in  the  case  of  the  Irrev- 
ocable Credit  illustrated  above.  Instead, 
they  decide  to  open  the  credit  in  New  York 
City,    They  make  the  arrangements  through 
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the  National   Banking  House,  which  issues 
them  the  following  letter  of  credit: 

NATIONAL    BANKING     HOUSE 

Credit  No.  683. 

New  York  City, 

April  27,  igi — . 
Japan  Silk  Growers, 

Yokohama. 
Gentlemen : 

We  hereby  authorize  you  to  value  on  National 
Banking  House,  New  York,  for  account  of 
Praxis  Company,  New  York,  up  to  an  aggre- 
gate amount  of  $50,000  {Fifty  thousand)  U.  S. 
Gold  Dollars  available  by  your  drafts  at  Ninety 
days'  sight  against  shipment  of  50  (Fifty)  Bales 
of  Raw  Silk  to  New  York.  Insurance,  Marine 
and  War  Risk. 

Bills  of  Lading  for  such  shipments  must  be  made 
out  to  the  order  of  the  National  Banking  House, 
unless  otherwise  specified  in  this  credit. 
Consular  Invoice  and  one  Bill  of  Lading 
must  be  sent  by  the  bank  or  banker  ne- 
gotiating drafts  direct  to  national  bank- 
ING House,  New  York. 

The  remaining  documents  must  accompany  the 
drafts  drawn  on  National  Banking  House,  New 
York. 

The  amount  of  each  draft,  negotiated,  together 
with  date  of  negotiation,  must  be  indorsed  on 
back  hereof. 

We  hereby  agree  with  bona  fide  holders  that  all 
drafts  drawn  by  virtue  of  this  Credit  and  in 
accordance  with  the  above  stipulated  terms  shall 
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meet  with  due  honor  upon  presentation  at  the 
Office  of  National  Banking  House,  New  York, 
if  drawn  and  negotiated  prior  to  September  2y, 
191—. 

National  Banking  House, 

President. 
N.  B. — Drafts  drawn  under  this  Credit  must 
state  that  they  are  "Drawn  under  Letter  of 
Credit  No.  6^3,  Dated  April  27,  igi — ."" 

The  National  Banking  House  will  then 
forward  this  letter  to  the  Japan  Silk  Grow- 
ers, who  will,  upon  its  receipt,  show  it  to  the 
local  bankers.  Then,  when  a  shipment  is  to 
go  forward,  they  will  draw  the  draft,  in  the 
form  shown  below,  in  favor  of  the  local  bank 
upon  the  National  Banking  House. 


Yokohama,  May  30,  igi — . 
Exchange  for  $18,065.24  U.  S.  Gold 

Ninety  days  after  sight  of  this  First  of  Exchange  (the  Second 
being  unpaid)  pay  to  the  order  of 

YOKOHAMA  NATIONAL  ^ANK^^y-^;-^^^ 

EIGHTEEN    THOUSAND    NINE   HUNDRED   SIXTY- 
FIVE  U.  S.  GOLD  DOLLARS  TWENTY- FOUR  CENTS 

Value  received  and  charge  same  to  account  of. 

Drawn  under  Letter  of  Credit  No.  683,  Dated  April  27,  /px — . 
To  National  Banking  House, 
No.  1087 


j,j      V    u  JAPAN  Silk  growers 

New   York 


This  draft,  it  will  be  noted,  does  not  cover 
the    entire    shipment,    but   will    be    entered 
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against  the  letter  of  credit  on  the  back 
thereof. 

Attached  to  the  draft  will  be  the  customary 
documents,  the  full  set  of  bills  of  lading,  the 
invoices,  the  certificates  of  marine  and  war 
risk  insurance,  and  also  the  United  States 
consular  invoice,  which  is  required  for  every 
shipment  exceeding  $100  in  value  before 
entry  will  be  granted  at  a  United  States  port. 
With  these  supporting  documents,  the  draft 
is  then  sold  to  the  local  bank  at  the  current 
rate  of  exchange. 

The  Yokohama  National  Bank  then  for- 
ward the  draft  to  New  York,  either  direct 
to  the  National  Banking  House,  in  case  they 
have  an  account  with  them,  or  else  to  their 
correspondents  for  collection.  Let  us  assume 
that  the  draft  was  drawn  documents  against 
acceptance,  and  is  presented  by  the  Japanese 
bank's  New  York  correspon- 
dents. The  National  Banking  Gfing  Possession 
TT  .      1         J     i".         J      of  Imported  Goods 

House    accept    the    draft    and 

obtain  the  documents.  They  then  advise 
the  Praxis  Company  that  the  documents 
have  arrived.  Let  us  inquire  into  the  va- 
rious methods  that  may  be  employed  by 
the  Praxis  Company  in  paying  for  the 
goods  or  getting  possession  of  them  in  ad- 
vance. 

The  four  methods  available  arc: 
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1.  Against  payment. 

2.  Against  trust  receipt. 

3.  Against   partial   payment   and   trust   receipt 

for  the  balance. 

4.  Against  warehouse  receipts. 

Method  I  is  the  quickest  and  the  most 
convenient  for  the  bank. 

Method  2,  against  trust  receipt,  provides 
for  the  release  of  the  goods  as  soon  as  the 
Praxis  Company  have  signed  the  agreement 
known  as  the  trust  receipt.  The  form  of  the 
agreement  is  shown  on  page  39. 

From  the  terms  of  this  document,  it  is 
evident  that  the  Praxis  Company,  being  thus 
enabled  to  pay  off  their  obligation  to  the  bank 
as  the  goods  are  disposed  of,  are  relieved  of 
all  necessity  of  tying  up  money  in  connec- 
tion with  the  shipment  from  abroad.  Of 
course,  they  must  pay  the  bank  for  the  exten- 
sion of  credit  which  this  arrangement  predi- 
cates, and  frequently,  if  in  funds  at  the  time 
the  shipment  arrives,  the  Praxis  Company 
will  advance  some  of  the  money  for  a  part 
of  the  shipment  and  obtain  the  balance  of  the 
goods  on  trust  receipt  similar  to  the  above. 
This  is  the  third  possible  method. 

The  fourth  method  provides  greater  secu- 
rity to  the  bank  than  the  second  and  third. 
The  National  Banking  House  take  delivery 
of  the  goods  and  store  them  either  at  their 


EXPORT   TECHNIQUE  39 


TRUST  RECEIPT 

Received  from  the  National   Banking  House  the 

following   goods   and    merchandise,    their   property, 

specified  in  the  Bill  of  Lading  per  S.  S.  Poseidon, 

Dated  May  30,   191 — ,   marked  and  numbered  as 

follows:  _  „        OIL 

IQ  Bales  of  Raw  oi/k. 

Numbered^  Nos.   I-IQ. 

Marked 


CO 


and,  in  consideration  thereof,  we  hereby  agree 
TO  HOLD  SAID  GOODS  IN  TRUST  for  them,  and  as 
their  property,  with  liberty  to  sell  the  same  for  their 
account,  and  further  agree,  in  case  of  sale  to  hand 
the  proceeds  to  them  to  apply  against  the  accept- 
ances of  the  National  Banking  House  on  our 
account  under  the  terms  of  the  Letter  of  Credit 
No.  683  issued  for  our  account  and  for  the  pay- 
ment of  any  other  indebtedness  of  ours  to  the 
National  Banking  House. 
The  National  Banking  House  may  at  any  time 
cancel  this  trust  and  take  possession  of  said  goods,  or 
of  the  proceeds  of  such  of  the  same  as  may  then  have 
been  sold,  wherever  the  said  goods  or  proceeds  may 
then  be  found  and  in  the  event  of  any  suspension, 
or  failure,  or  assignment  for  the  benefit  of  creditors, 
on  our  part,  or  of  the  non-fulfillment  of  any  obli- 
gation, or  of  the  non-payment  at  maturity  of  any 
acceptance  made  by  us  under  said  credit,  or  under 
any  other  credit  issued  by  the  National  Banking 
House  on  our  account  or  of  any  indebtedness  on 
our  part  to  them,  all  obligations,  acceptances,  in- 
debtedness and  liabilities  whatsoever  shall  thereupon 
(with  or  without  notice)  mature  and  become  due 
and  payable.  The  said  goods  while  in  our  hands 
shall  be  fully  insured  against  loss  by  fire. 
Dated,  New  York  City,  June  27,  IQI — . 

Praxis  Company. 
$18,965.24  U.  S.  Gold. 
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own  or  at  a  rented  warehouse,  and  at  times 
at  a  bonded  warehouse  in  lieu  of  paying  duty 
upon  entry.  Let  us  assume  that  the  National 
Banking  House  make  arrangements  with  the 
Fidelity  Storehouses  for  the  storage  of  the 
19  bales  of  silk  on  behalf  of  the  Praxis  Com- 
pany. The  National  Banking  House  will 
then  receive  a  "warehouse  receipt,"  as  shown 
below. 


RDELITY  STOREHOUSES 

New  York,  June  27,  igi- 

Received  from  Messrs.  National  Banking  House. 
In  Warehouses  Nos.  182/183  Clyde  Street. 


CO 


i/jQ — Nineteen  (ig)  Bales  ex  S.  S.  Poseidon. 


Fidelity  storehouses 

Warehouse  Receipt.  Per  James  Smith. 

Condition  and  Contents  Unknown. 


As  the  Praxis  Company  wish  to  use  or  sell 
the  raw  silk,  the  National  Banking  House 
will  issue  instructions  to  the  warehouse 
keeper  to  deliver  to  them  such  and  such  bales, 
and,  on  the  back  of  the  warehouse  receipt 
above  shown,  an  indorsement  for  the  bales 
delivered  will  be  written.  The  cost  of  stor- 
age and  the  interest  on  the  outstanding  in- 
debtedness and  other  charges  are  usually  paid 
for  by  the  customer — that  is,  in  this  case,  by 
the  Praxis  Company. 


Ill 

Customs  and  Consular  Regulations 

IN  this  chapter,  it  will  be  impossible  to 
consider  all  of  the  customs  and  consular 
regulations  which  the  exporter  must  take 
into  consideration.  Rather  we  shall  give  ex- 
amples of  the  regulations  enforced  by  two 
of  our  nearest  customers.  For  the  sake  of 
uniformity,  instead  of  taking  different  ship- 
ments, we  shall  assume  that  in  each  case  the 
shipment  made  to  the  John  Smith  Company 
in  the  preceding  chapter  is  the  shipment  for 
which  the  consular  or  other  invoice  is  being 
issued. 

Let  us  assume  that  the  John  Smith  Com- 
pany are  located  in  Canada.     No  consular 
invoices   are   required   for  ship- 
ments to  Canada,  but  a  special     Typical  Shipment 
r  f    .        .        .  •      1    1  to  Canada 

lorm  of  mvoice  is   required  by 

the  custom  authorities.  This  is  of  special 
interest  on  account  of  the  "dumping"  clause 
of  the  Canadian  Tariff. 

It  will  be  necessary  for  the  Praxis  Com- 
pany to  have  written,  printed  or  stamped  on 
their  invoices  the  following  headings:  "Fair 
market  value  as  sold  for  home  consump- 
tion at  time  shipped,"  and  "Selling  price  to 

41 
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the  purchaser  in  Canada  at  time  shipped," 
provided  the  goods  are  sold  by  the  Praxis 
Company  prior  to  shipment.  In  the  case  of 
a  shipment  on  consignment,  the  second  head- 
ing is  to  be  omitted.  The  regular  invoice 
form  might  then  be  used,  with  the  appropri- 
ate headings  appearing  on  it.  Since  the 
goods  in  the  shipment  cited  in  the  first  chap- 
ter were  not  shipped  on  consignment,  but 
were  sold  prior  to  shipment,  and  since  they 
are  of  American  origin  and  subject  to  the 
Canadian  general  tariff,  it  would  be  neces- 
sary to  sign  the  following  certificate,  in  addi- 
tion to  inserting  the  headings  mentioned 
above : 

I,  the  undersigned,  do  hereby  certify  as  follows: 

( 1 )  That  I  am  the  manager,  exporter  of  the 
goods  in  the  within  invoice  mentioned  or  de- 
scribed ; 

(2)  That  the  said  invoice  is  in  all  respects  cor- 
rect and  true; 

(3)  That  the  said  invoice  contains  a  true  and 
full  statement  showing  the  price  actually  paid 
or  to  be  paid  for  the  said  goods,  the  actual 
quantity  thereof,  and  all  charges  thereon ; 

(4)  That  the  said  invoice  also  exhibits  the  fair 
market  value  of  the  said  goods  at  the  time  and 
place  of  their  direct  exportation  to  Canada  and 
as  when  sold  at  the  same  time  and  place  in  like 
quantity  and  condition    for  home  consumption 
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in  the  principal  markets  of  the  country  whence 
exported  directly  to  Canada,  without  any  dis- 
count or  deduction  for  cash,  or  on  account  of 
any  drawback  or  bounty,  or  on  account  of  any 
royalty  actually  payable  thereon,  or  payable 
thereon  when  sold  for  home  consumption  but 
not  payable  when  exported,  or  on  account  of 
the  exportation  thereof  or  for  any  special  con- 
sideration whatever; 

(5)  That  no  different  invoice  of  the  goods  men- 
tioned in  said  invoice  has  been  or  will  be  fur- 
nished to  any  one;  and 

(6)  That  no  arrangement  or  understanding  af- 
fecting the  purchase  price  of  the  said  goods  has 
been  or  will  be  made  or  entered  into  between 
the  said  exporter  and  purchaser  or  by  any  one 
on  behalf  of  either  of  them,  either  by  way  of 
discount,  rebate,  salary,  compensation,  or  In  any 
manner  whatsoever,  other  than  as  shown  in  the 
said  invoice. 

Dated  at  New  York,  this  yth  day  of  July, 
191—. 

Praxis  Company, 
Charles   JVilliams, 
Export  Manager. 

This  certificate  may  be  written,  printed, 
or  stamped  (but  not  pasted)  on  the  front  or 
back  of  the  invoice.  A  different  form, 
known  as  Declaration  Form  "N"  under  Gen- 
eral Tariff,  is  prescribed  for  goods  shipped 
on  consignment  without  sale  by  the  exporter. 

Should  the  articles  shipped  by  the  Praxis 
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Company  come  under  the  Dumping  Clause 
of  the  Customs  Tariff,  1907,  a  special  (or 
dumping)  duty  would  be  levied  on  them. 
This  clause  and  the  provisions  under  it  have 
such  a  direct  bearing  upon  American  export- 
ers that  the  concern  contemplating  trade 
with  our  northern  neighbor  would  do  well 
to  read  over  very  carefully  the  stipulations 
of  this  clause  as  contained  in  the  publication 
of  the  Bureau  of  Foreign  and  Domestic 
Commerce,  known  as  Tariff  Series  No.  24 
(Revised  Edition).  The  Division  of  For- 
eign Tariffs  of  the  Bureau  of  Foreign  and 
Domestic  Commerce  has  published  a  number 
of  reports  on  foreign  customs  and  consular 
regulations  which  will  be  of  interest  to  the 
student. 

Let  us  again  assume  that  the  John  Smith 
Company  is  an  English  company  operating 
in    Barranquilla,    Colombia,    with    shipping 
offices  at  Puerto  Colombia,  the  port  of  Bar- 
ranquilla.   The  Praxis  Company  look  up  the 
regulations    and    find    that   the 
Consular  Invoice     shipment  must  not  be  consigned 
for  Shipment  a^^  order,"  but  must  be  sent  to 

to  Colombia  .^  j  *u^*. 

some  specinc  consignee,  and  that 

the  consignee  must  be  some  one  at  the  port 

and  not  inland.    As  the  John  Smith  Company 

have  shipping  offices  at  Puerto  Colombia,  the 

goods  are  consigned  to  them. 
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For  the  shipment,  a  consular  invoice,  writ- 
tea  in  Spanish,  must  be  made  out  in  five 
copies.  One  of  the  copies  is  given  to  the 
steamship  company  and  the  remaining  four 
are  presented  to  the  Colombian  consul  the 


FACTURA  DE  EFEQCS 

Embarcados  por  Praxis  Company,  abordo  del  vapor  "Miral,"  diri^idos 
al  puerto  de  Puerto  Colombia  en  la  Republica  de  Colombia,  a  la  consignaci6n  de 
John  Smith  Company  y  por  cuenta  de  los  mismos  de  BarranquiUa. 

Marca  Gastos  hasta  el  Puerto  de  arribo         Valor 

$44-25  $130.50 


PUERTO  COLOMBIA 


Numeros 

Ntimero  y 
clase  de 
Bultos 

Contenido 

Peso 
Neto 
Kilos 

Peso 
Bmto 
Total 
Kilos 

Valor 

1/3 

4/6 

7 

8 

3     Cajas 
3     Cajas 
I     Caja 
I     Caja 

Escritorios  de  roble, 
sencillos 

Sillas  giratorias  de  roble 
para  escritorios 

Gabinete  de  roble  para 
correspondencia 

Catdlogos  y  anuncios .  .  . 

239 
88 

23 

14 

400 
136 

36 

20 

J     cts. 

QO       00 
36       00 

4     SO 

8 

364 

601 

130     50 

"Bajo  juramento  declaramos  que  los  precios  anotados  en  este  documento 
son  los  mismos  que  cargamos  al  interesado  en  la  factura  comercial,  y  que 
los  pesos  de  los  bultos  estdn  dados  correctamente." 


DERECHOS  CONSULARES 

3%  SJ     $130.50     $302 


New  York,  Julio  7  de  iqi — . 

Praxis  Company. 

por:  Charles  Williams. 


day  before  the  ship  sails.  The  consul  returns 
to  the  shipper  one  copy  duly  certified  and 
signed,  and  with  one  40-cent  stamp  attached 
(for  each  page  used),  for  remittance  to  the 
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consignee.  The  consul  transmits  the  other 
three  copies  to  the  Colombian  customs 
officials.  A  copy  of  the  original  invoice,  in 
Spanish,  is  given  on  page  45,  and  the  trans- 
lation appears  below. 


INVOICE  OF  MERCHANDISE 

Shipped  by  Praxis  Company,  on  board  the  steamer  "M«>a^"  destined 
for  the  port  of  Puerto  Colombia  in  the  Republic  of  Colombia, consigned  to  JOHN 
Smith  Company  and  for  the  account  of  the  same  of  Barranquilla. 


Mark 


Expenses  to  port  of  arrival 
$44-25 


Value 
$130.50 


PUERTO  COLOMBIA 


Numbers 

Number  and 
Kinds  of 
Packages 

Contents 

Net 
Weight 
Kilos 

Total 
Gross 
Weight 
Kilos 

Value 

1/3 
4/6 

7 

8 

3     Cases 
3     Cases 

I     Case 
I     Case 

Oak  Flat  Top  Desks 

Oak     Revolving     Desk 
Chairs 

Oak  Letter  Filing  Cabinet 

Catalogs  and  advertising 

239 

88 

23 

14 

409 
136 
36 

20 

$    cts. 
90     00 

36     00 

4     50 

8 

364 

601 

130     50 

"Under  oath  we  declare  that  the  prices  stated  in  this  document  are  the 
same  as  charged  to  the  customer  on  the  commercial  invoice,  and  that  the 
weights  of  the  packages  are  given  correctly." 


Consular  Fees 

3%  of  $130.50     $3.03 


New  York,  July  7,  191 — . 
Praxis  Company. 

per:  Charles  Williams. 


"Expenses  to  port  of  arrival"  include 
freight,  insurance  and  commission  (if  any) 
to  port  of  arrival.  If  the  amount  of  freight 
cannot  be  ascertained  exactly  before  presen- 
tation  of   the   consular   invoice,   it  must  be 
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estimated  from  the  steamship  company's 
freight  rates.  The  value  is  F.O.B.  port  of 
shipment. 

The  Praxis  Company  must  pay  for  the  cer- 
tification of  the  invoices,  for  the  class  of  arti- 
cles that  comprise  the  shipment,  3  per  cent, 
of  the  value. 

There  are  also  certain  special  regulations 
regarding  the  form  of  the   bills   of  lading. 
On     these     documents     the 
Praxis  Company  must  give      Colombian 
the  name  of  shipper,   name      Refulations  Regarding 

,  .  rr     1  Bills  of  Ladwg 

of     consignee     at     port     of 

entry,  name  of  steamer,  number  of  each 
package,  number  of  packages  of  different 
kinds,  gross  w^eight  in  kilos  and  total  value 
of  shipment.  Five  copies  of  the  bill  of  lad- 
ing, together  with  one  copy  of  the  consular 
invoice,  must  be  presented  at  the  office  of  the 
steamship  company  the  day  before  sailing. 
Two  or  more  copies  of  the  bill  of  lading  are 
returned  by  the  steamship  company,  with  the 
amount  of  freight  written  on  them,  and  duly 
signed.  One  of  the  signed  copies  is  mailed 
to  the  consignee  with  the  certified  copy  of  the 
invoice. 

The  two  illustrations  given  should  impress 
the  student  with  the  advisability  of  going 
thoroughly  into  the  customs  and  consular 
regulations  of  any  country  with  which  his 
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business  brings  him  into  contact.  The  pit- 
falls are  many  and  the  smooth  running  of  his 
export  business  will  often  depend  to  a  great 
extent  upon  the  care  with  which  the  exporter 
adheres  to  the  regulations  laid  down  by  the 
authorities  of  the  country  of  destination. 


IV 

Transactions  by  Mail  and  Shipments 
Through  Forwarders 

FROM  their  office  located  at  the  factory 
in  Nucleon,  Indiana,  the  Praxis  Com- 
pany  handle    a   great   many   of    their 
shipments. 

The    company   have    imprinted    on    their 
products,    as   well    as   on    the 
containers     of     the     products,      Typical  M ail-Order 
^.    .       e  J  J  rr-i  •        Transaction 

their    factory    address.      This 

accounts  for  the  receipt  of  a  great  many  or- 
ders by  mail,  of  which  the  following  is  a 
fair  sample: 

Buenos  Aires,  Argentina, 

March  27,  191 — k 
Messrs.  Praxis  Company, 

Nucleon,   Indiana,  U.   S.  A, 
Gentlemen : 

Recently,  while  I  was  visiting  in  Rosario,  Mr. 
Tomas  Oliveras  showed  me  one  of  your  pocket 
knives  which  he  has  found  very  good.  Please 
send  me  six  of  the  same  kind  that  Mr.  Oliveras 
obtained  from  you.  Also  a  catalog  of  your  other 
knives.  I  am  inclosing  a  money  order  for  the 
cost  of  the  six  knives. 

Ever  your  assured  friend, 

Manuel  Rodrigubz. 
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Upon    receipt    of    the    above    letter,    the 

Praxis  Company  turned  at  once  to  the  export 

records.     The  knives   sent  to   Mr.  Oliveras 

w^ere  known   in  the  catalog  as   No.  7,   and 

the  order  of  Mr.  Rodriguez  was  at  once 

Parcel  Post    ^\\qA    ^  parcel  post  export  declaration 

Declaration  ,  ,      ,  . 

made   out   and   the   consignment   sent 

forward.  The  form  of  customs  declaration 
required  for  parcel  post  shipments  is  printed 
on  a  tag  obtainable  at  the  post  office. 


PARCEL  POST  BETWEEN  UNITED  STATES  AND  ARGENTINA 

FORM  OF  CUSTOMS  DECLARATION 


Description  of 

Parcel 

(State  whether 

Box.  Packet, 

Bag,  etc.) 

CONTENTS 

VALUE 

PER 
CENT. 

Total 
Customs 
Charges 

Box 

Six  Pocket  Knives 

$  Cents 
5     40 

$ 

Date  of  Posting,  April  30,  iqi — . 

Signature  and  Address  of  Sender: 

PRAXIS  Company, 

NucLEON,  Indiana. 


The  last  two  columns  are  left  blank,  to  be 
filled  out  by  the  receiving  exchange  office. 
On  the  reverse  side  of  the  tag  is  written  the 
full  name  and  address  of  the  consignee.  This 
tag  is  tied  to  the  package,  not  pasted,  and  is 
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also  bound  flat,  so  that  it  may  not  be  used  as 
a  handle  by  employees  during  transit.  The 
address  is  also  written  on  the  package  itself. 

This  shipment  would  constitute  the  sim- 
plest sort  of  direct  export  transaction  had 
there  been  no  conflicting  agency  relations  in 
the  district  and  had  the  money  order  been 
for  the  correct  amount. 

As  it  was,  however,  the  Praxis  Company 
had  an  exclusive  agency  in  Argentina.  Nec- 
essarily, the  price  charged  Mr.  Oliveras  had 
to  be  the  same  as  the  agents'  prices  or  higher. 
In  this  case  it  was  the  same ;  the 
agents    were    credited    with    the     Typical  Problems 

difference    between    their    retail     Conn^^t^d  ^^^^ 

,       ,     ,       ,  ,  ,  Matl  Orders 

and  wholesale  prices  on  the  or- 
der.   As  the  money  order  proved  to  be  insuf- 
ficient, the  collection  of  the  balance  of  the 
invoice  was  turned  over  to  the  agents,  Messrs. 
Gomez  Brothers. 

The  letter  to  the  new  customer  was  as 
follows: 

PRAXIS    COMPANY 

NEW  YORK  CITY   AND    NUCLEON,    INDIANA 

Nucleon,  Indiana,  U.  S.  A., 

April  30,  191 — . 
Mr.  Manuel   Rodriguez, 

Buenos  Aires,  Argentina. 
Dear  Sir: 

We    beg    to  thank    you    very   much    for   your 
esteemed  order  of  March  27.     It  has  pleased  us 
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to  learn  that  your  friend,  Mr.  Oliveras,  has 
found  our  knives  so  satisfactory.  At  your  re- 
quest we  have  mailed  you  today  the  six  knives 
you  ordered  and  we  trust  that  they  will  reach 
you  in  excellent  condition. 

For  some  time  now  Messrs.  Gomez  Brothers 
of  Buenos  Aires  have  been  representing  our 
lines.  We  have  felt  sure  that  our  knives  would 
appeal  to  the  people  of  Argentina  and  appointed 
Messrs.  Gomez  Brothers  as  agents,  so  that  better 
service  might  be  rendered  the  Argentine  market. 
A  complete  set  of  samples  of  our  knives  are  on 
exhibition  at  the  offices  of  this  concern,  and  we 
hope  that  you  will  avail  yourself  of  the  oppor- 
tunity of  inspecting  them.  The  catalog  which 
you  requested  and  which  we  are  inclosing  will 
show  you  our  different  makes  of  knives.  The 
prices  quoted  are  the  prices  for  the  Buenos  Aires 
market,  and  are  the  ones  that  will  be  charged 
you  for  any  orders  that  you  may  wish  to  place 
with  Messrs.  Gomez  Brothers  in  the  future. 

We  note  that  you  have  figured  the  cost  of  the 
six  knives  you  have  ordered  at  the  same  price 
that  was  paid  by  Mr.  Oliveras.  Since  your 
friend  purchased  his  knives  a  year  and  a  half 
ago  the  cost  has  been  advanced  five  cents  U.  S. 
currenc)'  per  knife,  as  you  will  note  in  the  cata- 
log. In  order  to  save  you  the  trouble  of  send- 
ing us  another  money  order,  we  are  asking  our 
agents,  Messrs.  Gomez  Brothers,  to  receive  the 
equivalent  of  the  difference,  thirty  cents  U.  S. 
currency,  from  you. 

Trusting  that  you  will  honor  our  agents  with  a 
visit  to  inspect  the  samples  that  we  have  placed 
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on  exhibition  in   their  store  and  assuring  you 
of  our  appreciation  of  your  present  order  and 
of    any   others   that   we   may    receive    through 
Messrs.  Gomez  Brothers,  we   remain, 
Very  truly  yours, 
Praxis  Company, 
Charles  Williams, 
Export  Manager. 

This  letter  was  sent  the  agents  in  Buenos 
Aires: 

PRAXIS    COMPANY 

NEW  YORK   CITY   AND    NUCLEON,   INDIANA 

Nucleon,  Indiana,  U.  S.  A., 

April  30,   191 — . 
Messrs.  Gomez  Brothers, 

Buenos  Aires,  Argentina. 
Gentlemen : 

We  are  in  receipt  of  an  order,  dated  March  27, 
191 — ,  from  Mr.  Manuel  Rodriguez  of  Buenos 
Aires  for  six  of  our  No.  7  pocket  knives.  We 
beg  to  inclose  a  copy  of  his  letter  to  us  and  of 
our  letter  in  reply.  From  these  you  will  notice 
that  Mr.  Rodriguez  first  heard  of  our  knives 
at  the  home  of  Mr.  Oliveras  of  Rosario,  to 
whom  we  sold  a  dozen  No.  7  knives  on  October 
29,   191—. 

As  is  our  usual  custom  we  have  filled  Mr. 
Rodriguez's  order,  charging  him  your  retail 
prices.  The  difference,  $1.80  (one  dollar  eighty 
cents  U.  S.  currency),  has  been  credited  to  your 
account. 

You  will  note  that  the  money  order  which  we 
received  from  this  customer  did  not  cover  the 
full  amount  of  the  order.     We  have  debited  the 
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shortage  of  $0.30  (thirty  cents  U.  S.  currency) 
to  your  account  and  would  ask  you  to  kindly 
collect  this  amount  from  Mr.  Rodriguez  and 
advise  us  when  collection  is  made. 
Trusting  that  Mr.  Rodriguez  may  enjoy  the 
same  courteous  reception  at  your  office  that  our 
customers  invariably  receive,  we  beg  to  remain, 
Very  truly  yours, 

Praxis  Company, 
Charles   Williams, 
Export  Manager. 

It  has  been  the  experience  of  export  man- 
agers that  such  mail  orders  are  accompanied 
by   every   conceivable    sort   of    remittance — ■ 
international    money    orders, 
Handling  Mail-Order     j^^^j  currency  of  the  sender's 
Remittances  ,      , 

country,    stamps,    checks    on 

local  banks,  etc.  The  problem  that  this  prac- 
tise brings  up  is  one  that  the  export  manager 
or  his  financial  department  must  be  prepared 
to  handle.  If  the  house  has  an  agency  in  the 
country,  the  local  currency  can  be  returned 
to  the  agency  and  taken  care  of  on  the  com- 
pany's books.  Should  the  mail  order  be  from 
a  country  in  which  the  house  has  no  repre- 
sentation, the  export  manager  must  decide 
w^hether  or  not  he  can  sell  the  foreign  money 
at  a  price  sufficiently  high  to  warrant  his 
sending  the  order  without  further  corre- 
spondence with  the  customer.  Frequently, 
however,  it  will  be  found  necessary  to  delay 
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the  shipment  until  the  customer  has  made 
remittance  in  the  proper  form. 

When  an  order  is  received  for  shipment  by 
mail  and  no  remittance  accompanies  the  or- 
der, the  question  is  more  complicated.  If  the 
house  has  an  agency  in  the  foreign  country, 
frequently  the  order  is  turned  over  to  the 
agent;  he  is  authorized  both  to  fill  the  order 
and  to  collect  for  it.  Should  there  be  no 
representative,  and  should  the  credit  of  the 
customer  be  unknown,  the  manufacturer  usu- 
ally advises  the  customer  of  the  cost  of  the 
goods  and  asks  for  remittance  in  proper 
form. 

Frequently  the  direct  exporter  is   not  so 
fortunate   as   to  have   branch   offices   in   the 
large    seaport    cities.      Let    us 
assume  that,  in  the  days  before     f '>^^«f  Through 
the    rraxis    Company    had    a 
branch  office  or  even  agents  in  New  York 
City,  they  received  an  order  from  Nikolas 
Brussinoff  of  Moscow,  Russia. 

The  Praxis  Company  have  always  quoted 
prices  to  Mr.  Brussinoff  F.O.B.  steamer  New 
York.  In  the  present  instance  his  order  was 
for  ten  plows,  two  dozen  axes  and  three  kegs 
of  nails.  By  referring  to  past  orders  the  Praxis 
Company  eliminated  several  doubts  they  en- 
tertained as  to  exactly  what  articles  Mr. 
Brussinoff  wanted. 
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The  Praxis  Company  furthermore  de- 
cided, in  this  case,  to  ship  the  consignment 
in  care  of  an  export  forwarder.  As  Mr. 
Brussinoff  was  ordering  on  the  basis  of  the 
"F.O.B.  steamer  New  York"  quotation,  the 
transportation  charges  on  the  shipment  were 
divided  roughly  as  follows:  for  the  Praxis 
Company,  from  factory  to  steamer;  for  Mr. 
BrussinofT,  from  New  York  Harbor  to  des- 
tination. 

As  the  Praxis  Company  was  represented  by 
forwarders  at  this  end  of  the  journey,  Mr. 
Brussinoff  also  was  represented  by  agents  at 
the  other  end.  The  port  to  which  the  goods 
were  to  be  sent  by  steamer  was  Hamburg, 
and  V.  Petrovik  &  Co.  at  Hamburg  were  des- 
ignated by  M.  Brussinoff  as  the  agents  who 
would  take  delivery  of  the  goods  for  him. 

How  was  this  shipment,  through  the  for- 
warder, handled? 

As  soon  as  the  goods  were  packed  at  the 
factory  in  Nucleon,  the  Praxis  Company 
made  up  the  statement  of  weights  and  meas- 
urements or  packing  list,  and  the  invoice. 
The  goods  were  then  loaded  on  a  railroad 
car  and  consigned  direct  to  the  forwarding 
house,  the  Universal  Forwarders  of  New 
York.  The  local  railroad  bill  of  lading,  the 
invoice  and  the  packing  list  were  sent  im- 
mediately to  the  Universal  Forwarders. 
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Nucleon,  Indiana,  U.  S.  A., 
Universal  Forwarders,  November  i,  igi — . 

New  York  City. 

Gentlemen: 

Please  note  the  following  instructions  for  shipment  con- 
signed to  ^our  care  on  October  ji,  igi — ,  as  per  inclosed 
Bill  of  Lading  of  the  New  York  Central,  Car  No.  19999,  N.  Y.  C. 


Marks 
and 

No. 

and 
Kind 

of 
Pkgs. 

Contents 

Weight  in 
Pounds 

Meas. 

Numbers 

Gross 

Net 

10 
crates 

4 
boxes 

3 
kegs 

10  Steel  Plows 

24  Steel  Axes 

(six  axes  ea.  box) 

lO-Penny  Nails. .  . 

1,400 
170 
340 

1,000 
120 
300 

N       B 

MOSCOW 

l-IO 

50  cu.  ft. 

N 

B 

20  cu.  ft. 

MOSCOW 

II-14 

N 

B 

3  cu.  ft. 

MOSCOW 

15-17 

Consign  shipment  to  Order. 
Destination,  Moscow  via  Hamburg. 
Consignee's  Name 

and  Address:  N.  Brussinoff,  Moscow,  Russia. 
Party  to  be  notified:   V.  Petrovik  &  Co.,  7  Strasse  B,  Hamburg. 
Insure  for  $550  marine  risks,  premium  to  be  paid  by  consignee. 
Value  for  Custom  House  Clearance  $500. 
Do  Inland  charges  go  forward  ?    No. 
Ocean  Freight  is  for  the  Account  of  Consignee. 
Cartage  or  lighterage  (if  any)  to  be  paid  by  Ourselves. 
Forwarding  charges  to  be  paid  by  consignee. 
Custom  charges  to  be  paid  by  consignee. 
Consular  fees  to  be  paid  by  consignee. 
Send  three  Bills  of  Lading  to  us ;  none  to  consignee. 

Collect  against  delivery  of  goods  (C.  O.  D.) 

Special  Instructions , 
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Accompanying    them    was    the    important 

letter  of  instructions,  which  is  shown  on  page 

57.    Its  various  items  deserve  study. 

Instructions  to      j^  -^  ^  ^^^^  supplied  to  the  Praxis 

forwarders  ^  .       ,      ,  ,.       , 

Company  by  the  lorwardmg  house. 

The  shipment  was  made  previous  to  the  out- 
break of  the  war. 

As  soon  as  the  goods  arrived  in  New  York, 
the  railroad  company  advised  the  Universal 
Forwarders.  The  latter  took  delivery  of  the 
consignment  and  carted  it  to  the  steam- 
ship piers,  arranged  for  the  freight,  nego- 
tiated the  insurance  and  attended  to  all  export 
regulations  and  other  details  in  accordance 
with  the  particulars  contained  in  the  letter 
of  instructions. 

The  shipment  was  sent  on  a  regular  ocean 
bill  of  lading,  not  a  forwarder's  bill  of  lading; 
the  Universal  Forwarders,  having  arranged 
for  the  freight  with  the  steamship  company, 
mailed  the  three  copies  of  the  bill  of  lading, 
made  out  to  order,  to  the  Praxis  Company 
who  indorsed  same,  attached  them  to  their 
draft  on  Mr.  Brussinoff,  and  negotiated  the 
draft  in  the  regular  manner.  When  the  draft 
was  presented  to  Mr.  Brussinoff,  he  honored 
it,  took  up  the  papers,  and  sent  them  to  his 
agents,  V.  Petrovik  &  Co.,  in  Hamburg,  who 
took  delivery  of  the  goods  and  forwarded  them 
to  him  in  Moscow. 
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The  forwarding  problem  permits  of  hun- 
dreds of  different  combinations.  Frequently 
the  forwarder  will  undertake  to  deliver  the 
goods  to  the  foreign  importer  inland,  in 
which  case  the  forwarder's  foreign  represen- 
tative will  receive  full  instructions  from  the 
American  forwarding  house  as  to  the  dis- 
posal of  the  goods.  In  such  cases  the  Ameri- 
can house  must  advise  the  foreign  representa- 
tive, who  will  pay  the  duty,  who  will  pay  the 
freight  to  inland  destination,  who  will  pay 
the  foreign  landing  charges  and  any  other 
incidental  expenses.  In  a  previous  unit 
mention  was  made  of  how  the  forwarders 
will  also  undertake  the  collection  of  charges  on 
C.  O.  D.  shipments,  the  payment  of  duties  on 
sample  shipments,  etc. — all  of  these  functions 
being  discharged  through  the  mechanism  of 
the  inter-relations  of  the  forwarders  and  their 
representatives  throughout  the  world. 


Transactions  Through  Export  Houses 

THE  simplest  form  of  an  "export"  trans- 
action for  the  manufacturer  is  the  re- 
ceipt and  filling  of  an  order  from  an 
export  house. 

In   the   majority  of  instances   this  entails 
nothing  more  than  does  the  handling  of  an 
order  from  a  domestic  house.    This  is  espe- 
cially true  'of  the  order  from 
The  Simplest  Form  of  ^^^     ^^  merchant     who 

Export    Iransactton  ,  , 

purchases  on  domestic  terms 

and  often  does  not  advise  the  manufacturer 
of  the  destination  of  the  goods.  Frequently, 
when  the  merchant  is  buying  for  future  re- 
quirements, he  cannot  know  the  destination 
of  the  goods.  In  that  case  the  order  and  the 
correspondence  pertaining  to  it  differ  not  at 
all  from  the  correspondence  that  is  handled 
daily  in  domestic  concerns.  It  consists  of: 
"Please  ship  us.  .  .  .  at  your  last  quoted  price 
of.... etc.,"  and  the  manufacturer's  reply, 
"We  have  to-day  shipped  you.  ...  as  per  your 
order  of .  .  .  .   and  have  debited  your  account 

as  follows etc." 

The   complexities   arise   when   the   export 
merchant  purchases  under  special  conditions 
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— such  as  a  stipulation  that  the  manufactur- 
ers ship  direct  to  foreign  custom- 
ers,   that   the   goods    be   held    for      ^^^^^  Special 
r   ^         J   , .  .       .  Contract  Exists 

future  delivery,  or,  as  m  the  pres- 
ent example,  when  orders  have  been  taken  by 
a  special  salesman  abroad. 


New  York  City, 
August  17,  igi — . 

Praxis  Company, 

Nucleon,  Indiana. 
Dear  Sirs: 

We  are  in  receipt  of  the  following  order  from 
Mr.  F.  F.  Smith,  the  salesman  recently  ap- 
pointed by  us  to  handle  the  exploitation  of  your 
products  in  the  Brazih'an  market: 

Seven  (7)  Model  H9  Touring  Car,  your 
catalog  No.  32  (sold  to  Mr.  H.  Gui- 
maraes,  Rio  de  Janeiro). 

Three  (3)  Model  84  Runabout,  5'our  cata- 
log No.  27  (sold  to  Jose  e  Pinto,  Porto 
Alegre). 

As  per  your  usual  custom,  kindly  ship  these 
cars  to  our  consignment  in  New  York  on  local 
bill  of  lading  marked  "Export,  Lighterage 
Free,"  forwarding  bill  of  lading  to  us  together 
with  your  invoices,  statements  of  weights  and 
measurements,  etc. 

Your  bill  for  same  will  be  met  and  the  In- 
cidental charges  debited  to  you  in  the  custom- 
ary manner. 
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Mr.  Smith  has  requested  further  advertising 
material;  and  we  shall  be  obliged  to  you  for  a 
hundred  or  more  of  your  latest  catalogs,  Portu- 
guese edition.  Kindly  forward  same  to  us  by 
parcel  post. 

Yours  truly, 
International  Export  House, 
Manager,  Brazil  Department 

In  the  above  instance  the  International 
Export  House  are  the  representatives  of  the 
Praxis  Company  in  Brazil.  They  have  a 
contract  w^hich  stipulates  that  the  Praxis 
Company  shall  pay  the  salary  and  the  ex- 
penses of  a  salesman  who  is  to  be  under  the 
direction  of  the  export  house,  but  who  is  to 
make  a  monthly  report  to  the  manufacturers. 
The  manufacturers  sell  to  the  export  house 
at  prices  F.O.B.  steamer  New  York,  pay- 
ing the  freight  to  seaboard  and  reimbursing 
the  export  house  for  all  transfer  charges  in- 
curred in  getting  goods  from  railroad  ter- 
minal to  steamer.  The  transfer  of  the  goods 
is  attended  to  by  the  shipping  clerk  of  the 
export  house. 

The  prices  which  the  salesman  quotes  in 
the  foreign  markets  were  fixed  by  the  manu- 
facturer and  export  house  at  the  time  the  con- 
tract was  made.  The  salesman  is  permitted 
to  quote  either  F.O.B.  steamer  New  York 
or  C.I.F.  destination  in  Brazil.  In  the 
latter  case  any  saving  due  to  fluctuations  in 
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freight  or  insurance — as  well  as  any  loss — 
is  for  the  account  of  the  export  house,  which 
attends  to  all  the  financing.  Copy  of  the  ex- 
port house's  invoice  to  the  foreign  customer 
is  always  sent  to  the  manufacturer  so  that  he 
may  keep  in  touch  with  this  situation;  the 
contract  provides  for  a  reconsideration  of 
prices  whenever  either  party  to  the  contract 
requests  it. 

The  export  house  receives  a  commission  on 
all  sales  to  Brazil  whether  the  sales  are  re- 
ceived through  the  salesman  or  not.  It  is 
also  permitted  to  charge  a  commission  of  lYi 
per  cent,  to  the  customer  on  all  sales  passed 
through  its  hands.  This  provision  was  in- 
serted so  that  in  case  another  export  house 
should  sell  to  a  Brazilian  buyer  (the  Praxis 
Company  reserve  the  right  to  fill  orders  from 
other  commission  houses)  and  should  charge 
a  commission  on  the  sale,  that  price  would  be 
the  same  as  the  price  granted  by  the  Inter- 
national Export  House.  The  salesman  is  on 
a  salary,  with  a  bonus,  provided  his  sales 
total  reaches  a  certain  mark  during  any  fiscal 
half-year. 

In  view  of  the  final  paragraph  of  the  let- 
ter, it  should  be  mentioned  that  the  contract 
provides  that  the  Praxis  Company  shall  sup- 
ply all  advertising  matter  requested  by  the 
salesman,  within  reasonable  limits,  and  shall 
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pay  transportation  charges  on  it  to  the  export 

house,  the  latter  bearing  all  further  expense. 

If   a   manufacturer's   products   enjoy   any 

considerable  popularity  abroad,  many  orders 

will  reach  him  through  the 

Imuiries  from  Export    commission  houses  and  much 

Lommtsston  Houses  ,  .  .  ,  .,,  , 

of  his  correspondence  will  be 

with  the  buyers  of  these,  for  instance: 

New  York  City, 
January  7,  191 — . 

Praxis  Manufacturing  Company, 
Nucleon,  Indiana. 

Dear  Sirs: 

Will  you  kindly  note  your  lowest  export  prices 

and   discounts  opposite  each   item   specified   on 

the  back  of  this  sheet? 

In  addition  please  answer  following  in  blank 

spaces  opposite  each  question. 

Best  Cash  Discount  ? 

Where  are  the  goods  delivered  ? 

(i.e.,    F.O.B.   cars   factory,   F.O.B.   cars   New 

York  or  F.O.B.   vessel   New  York) 

Cost,  if  any,  of  packages  or  cases  is? 

Time  required  to  complete  order  is? 

Folio 

Yours  truly, 
International  Export  House, 
Export  Manager. 

THIS  IS  NOT  AN  ORDER. 

Please  return  this  form   with  your  quotationis 

noted  thereon- 
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On  the  reverse  side  of  this  inquiry  is  listed, 
as  a  rule,  a  nunriber  of  miscellaneous  articles. 
In  this  instance,  the  list  read: 

Six    (6)    Little   Giant    Pumps,    No.    11,    i^" 

suction,   i^"  discharge. 

Sixty   (60)    feet  Giant  Strength  Rubber  Hose 

I4  . 

Two  Hundred  Forty  (240)  feet  Giant  Strength 

Hose  i|". 

Twelve  Steel  Titan  Shovels. 

This  was  merely  a  copy  of  the  order  sent  by 
the  foreign  customer;  the  latter  had  specified 
the  Praxis  Company  as  the  one  from  whom 
the  purchase  was  to  be  made.  The  Praxis 
Company  sent  the  following  reply: 

PRAXIS    COMPANY 

NBW  YORK  CITY  AND   NUCLEON,  INDIANA 

Nucleon,  Indiana, 
January  11,  191 — . 
International  Export  House, 

New  York  City. 
Dear  Sirs: 

We  acknowledge  with  pleasure  receipt  of  your 
inquiry  of  the  7th  instant,  which  we  are  return- 
ing herewith  with  the  necessary  information 
supplied. 

Kindly  note  that  we  have  given  you  two  prices 
for  our  Little  Giant  Pump  No.  11.  In  our 
catalog  this  pump  is  listed  as  No.  11 -A  and  No. 
II-B,  the  latter  having  a  special  attachment  for 
opening  the  seat  valves  to  remove  sand — an  at- 
tachment very  useful  under  certain  soil  con- 
ditions. 
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For  the  i|"  Giant  Strength  Hose  we  have 
quoted  prices  for  both  rubber  and  canvas  hose. 
If  the  hose  is  to  be  used  for  the  inlet  of  the 
pump  and  is  to  be  over  ten  feet  in  length,  each 
piece,  we  should  advise  the  use  of  the  rubber 
hose. 

Titan  Steel  Shovels  are  manufactured  with  both 
short  and  long  handles.  We  have  quoted  prices 
for  both  makes. 

We  are  sending  you  under  separate  cover  several 
copies  of  our  latest  catalogs,  which  may  be  of 
interest  to  you  or  your  foreign  customer. 
Trusting  that  we  may  enjoy  the  favor  of  your 
order,  which  will  receive  our  prompt  and  care- 
ful attention,  we  are 

Very  truly  yours, 

Praxis  Company, 
Charles  Williams, 
Export  Manager. 

Here  were  three  problems  that  the  com- 
mission house  buyer  had  to  decide.     An  ex- 
amination of  his  former  dealings  with  this 
particular  customer  convinced  the  buyer  that 
he  could  answer  the  three  questions  himself. 
The  customer  was  in  a  district  where  sand 
was  encountered  in  pumping — 
Deciding  What  the     ^  ^^^^  ^^^^  fortunately  had  been 
Customer  Wants  .         ,    •        ,       ,  , 

mentioned   m   the   letter   from 

the  foreign  buyer.  There  was  but  little  ques- 
tion that  the  hose  was  for  the  inlet  pipe  and 
that  it  was  to  be  over  ten  feet  in  length,  inas- 
much as  the  buyer  was  ordering  such  a  quan- 
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tity.  The  shovels  caused  more  difficulty. 
Several  years  previous  the  same  customer  had 
talien  shovels  of  a  different  make,  but  there 
was  no  record  of  the  kind  of  handle.  There 
was  time  to  write  the  manufacturers  of  the 
shovels  previously  purchased,  asking  for  a 
description  of  the  shovels  (the  catalog  num- 
ber being  known).  The  buyer  pursued  this 
course  and  established  the  order  without  re- 
ferring back  to  the  foreign  buyer,  who  was 
in  Australia. 

The  order  which  the  export  house  buyer 
sent  the  Praxis  Company  is  reproduced  on 
the  following  page. 

On  the  back  of  this  order  were  printed  the 
following  instructions: 

INSTRUCTIONS,  TERMS  AND  CONDITIONS 
Packing 

Goods  to  be  closely  and  securely  packed 
for  export,  in  least  cubic  space. 
Express  Packages 

Any  goods  shipped  by  express  must  be 
sent   to  our  warehouse,  International  Ex- 
port House,  New  York  City. 
Marking 

Mark  as  given  on  the  other  side  of  this 
sheet  to  appear  on  all  outside  packages  and 
on  railroad  bill  of  lading.     Do  not  mark 
on  tags  or  cards. 
Freight  Charges 

Must  in  all  cases  be  PREPAID  to 
New  York.  Even  though  your  prices  may 
be  F.O.B.  New  York,  your  invoice  must 
show  the  prices  at  your  factory  and  cartage 
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MARK 


F0U0„.„.f7_ 


FOLIO    NUMBER   AND 
MARKMUSTAPPEAR 

Export  Order  From  on  youk  invoice 


INTERNATIONAL  EXPORT  HOUSE 


SYDNEY 

Mark  packages   as 


NEW  'iomJ.^i'i^Lyj.b.lPlz::. 

up. 


above  and  number  from 
100 

SHIP  AT  ONCE  TO 


TO 

Praxis  Ccnpany,       INTERNA  TIONAL  EXPORT  HOUSE 

Nucleon,  Indiana. 


THIS  ORDER  IS  PLACED  SUBJECT  TO  INSTRUCTIONS,  TERMS  AND  CONDITIONS  PRINTED  ON 
BACK  HEREOF. 

Six  (d)  Little  Giant  Pumps,  No.  ij-B,  i}4" 

suction,  I ^4"  discharge,  at  $18.25 ^$Iog.SO 

Sixty  {60)  feet  Giant  Strength  Rubber  Hose 

1^4",  at  $.25  per  ft =     15.00 

Two    Hundred     Forty     {240)    feet    Giant 

Strength  Rubber  Hose  zj^",  at  $.30  per 

ft =     72.00 

Twelve  Steel  Titan   Shovels,   short   handles, 

at  $1.10 =     13.20 

$20g . 70 
Less  2% 4.ig 

$205.51 


INVOICE    REQUIREMENTS    FOR   SOUTH    AFRICA, 
AUSTRALIA   and    NEW   ZEALAND. 

Following  clause  must  appear  on  your  invoice: 

I  declare  that  the  values  appearing  on  the  body  of  this  in- 
voice represent,  at  the  date  of  this  invoice,  the  open  market 
value  of  these  goods  if  sold  for  home  consumption  in  the 
United  States,  and  that  the  discounts  shown  are  the  same  as 
those  granted  on  similar  quantities  sold  for  consumption  in 
the  United  States.  I  also  declare  that  said  goods  are  entirely 
the  product  of  the  U.  S.  A. 

>  (Signed) 

If   you    cannot   execute    this  statement  write  for  further 
»  information. 
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and    the    freight    to    New   York   must    be 
shown   in  addition  to  the  factory  prices. 
Bills  of  Lading 

Signed  railroad  bill  of  lading  showing 
our  shipping  mark  must  accompany  your 
invoices. 

On  carload  shipments  railroad  bill  of 
lading  to  be  marked  "For  Export,  Light- 
erage Free." 

Invoicing 

Folio,  date  of  order,  and  mark  to  ap- 
pear on  Invoices,  which  must  be  rendered 
in  duplicate.  Memorandum  of  weight, 
measurement  and  contents  of  each  pack- 
age to  accompany  invoice.  In  order  to 
comply  with  Australian  Customs'  Laws,  it 
Is  necessary  to  show  the  cost  of  boxing  or 
crating.  You  must  make  a  separate  charge 
for  boxing.  This  and  the  cartage  from 
your  factory  to  railroad  depot  and  the 
freight  from  railroad  depot  to  New 
York  must  be  shown  on  your  invoice  as 
an  addition  to  your  F.O.B.  factory  prices. 

ALL  CASH  DISCOUNTS  must  be 
deducted  in  the  same  handwriting  as  the 
body  of  the  invoice,  as  we  pay  all  bills  in 
the  prescribed  time. 

The  word  CASH  discount  must  not  be 
used,  simply  the  percentage  stated. 
Printed  Matter 

Any  printed  or  advertising  material  In- 
closed with  goods  must  be  specified  on 
invoice  and  net  weight  of  same  given.  Any 
omission  to  specify  the  correct  contents  of 
package  may  result  in  a  serious  penalty. 

Suppliers  must  be  prepared  to  pay  the 
custom  duty  of  6d.  per  lb.  in  Australia 
and  3d.  per  lb.  in  New  Zealand  and  2d. 
per  lb.  In  South  Africa  on  any  such  adver- 
tising matter,  unless  same  is  asked  for  on 
our  order. 
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Description  of  Goods 

Any  widths,  lengths  or  weights  stamped 
on  goods  or  tickets  or  boxes,  etc.,  or  stated 
in  bills  of  invoices  must  be  actual  and  not 
nominal.  Any  description  whatever  of 
goods  must  be  correct  and  accurate  in 
every  particular  and  must  in  no  way  be 
misleading. 

Country  of  Origin 

WHEREVER  on  the  goods  or  packages 
appears  any  name,  trade-mark,  brand,  name 
of  place,  address,  etc.,  this  must  be  fol- 
lowed in  every  instance  by  the  country 
of  origin,  i.  e.,  "Made  in  United  States  of 
America,"  or  "Made  in  Canada."  The 
words  "United  States  of  America"  are 
sufficient  after  the  name  of  a  town,  in  the 
United  States.  If  this  regulation  is  not 
complied  with,  goods  are  liable  to  confis- 
cation by  the  Australian  or  New  Zealand 
Government. 

Prison  Made  Goods 

The  Australian  and  New  Zealand  Gov- 
ernments prohibit  the  importation  of  goods 
manufactured  wholly  or  in  part  by  prison 
labor,  or  goods  produced  in  a  factory  con- 
trolled by  a  firm  who  manufacture  any 
goods  by  prison  labor.  If  the  goods  called 
for  in  this  order  come  under  this  act,  do 
not  execute,  but  refer  the  order  back  to  us. 

Important 

Before  executing  this  order,  manufac- 
turers must  be  certain  that  they  are  doing 
so  in  accordance  with  the  Australian  Laws, 
and  are  particularly  referred  to  regulations 
dated  March  14,  1910,  issued  by  the 
Department  of  Trade  and  Customs,  Mel- 
bourne Statutory  Rules,  19 lo,  No.  17. 
Copies  of  these  regulations  can  be  obtained 
from  the  Bureau  of  Manufactures,  De- 
partment of  Commerce  and  Labor,  Wash- 
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ington,  D.  C,  viz.,  TarifF  Series  17A — 
Australia,  Oct.,  1909;  Tariff  Series  17B — 
Australia,  May,  19 10. 

Please  acknowledge   the   receipt  of  this 
order. 

MANUFACTURERS  GUARANTEE,  IN  ACCEPT- 
ING THIS  ORDER,  THAT  THE  PRICES  THEY  WILL 
CHARGE  ARE  THEIR  LOWEST  CASH  EXPORT  PRICES 
AND  THAT  THEY  HAVE  NO  ARRANGEMENTS 
COVERING  THE  MARKET  TO  WHICH  THESE 
GOODS  ARE  TO  BE  SHIPPED  WHICH  PREVENT 
THIS.  GOODS  SHIPPED  CONTRARY  TO  THIS  OR- 
DER AT   YOUR   RISK. 

The  Praxis  Company  make  it  a  point  to 
acknowledge  the  receipt  of  all  orders  and  to 
estimate  as  nearly  as  possible,  upon  receipt 
of  the  order,  the  date  of  its  completion.  The 
manufacturers  therefore  sent  a  letter  ac- 
knowledging receipt  of  this  order,  and  later, 
when  the  order  had  been  shipped,  they  sent 
a  letter  advising  of  the  shipment  of  the  order 
and  presenting  their  bill. 

It  frequently  happens  that  a  foreign  cus- 
tomer sends  his  order  direct  to  the  manufac- 
turer and  stipulates  in  his  ac- 
companying letter  that  the  or-     Order  Direct, 
der  be  sent  by  the  manufacturer     Ihipment  Through 
t  ,  .  Export  House 

through    a   certain   commission 

house  or  export  merchant,  even  though,  as 
in  many  of  these  cases,  the  export  house  is  not 
the  representative  of  the  manufacturer.  The 
following  case  wiU  illustrate; 
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Caracas,   Venezuela, 

March  13,  191 — . 
Praxis  Company, 

Nucleon,  Indiana. 
Dear  Sirs: 

Under  this  cover  we  beg  to  hand  you  an  order 
for  a  rowboat  motor  of  your  make,  together 
with  accessories.  Please  fill  this  order  as  soon 
as  possible  at  your  best  prices;  and,  as  we  think 
that  it  will  not  be  convenient  for  you  to  ship 
these  goods  direct,  please  forward  them  to  the 
International  Export  House,  New  York  City, 
for  shipment  to  us.  We  would  also  request 
that  you  send  us  a  copy  of  your  invoice  for  these 
goods.  We  shall  appreciate  it  very  much  if  you 
will  write  your  letter  and  invoice  and  other 
documents  in  Spanish,  as  we  do  not  understand 
English. 

In  payment  for  these  goods  we  are  sending  you 
inclosed  our  draft  on  the  International  Export 
House,  drawn  in  your  favor,  for  $80. 
Trusting    that    our    order    will    receive    your 
prompt  attention,  we  are, 

Yours  very   faithfully, 

SUAREZ    HeRMANOS. 

This  letter  was  acknowledged  briefly  on 
the  day  of  its  receipt,  March  27.  The  Praxis 
Company  had  had  dealings  with  Suarez 
Brothers  before  and  knew  their  credit;  also 
the  manufacturers  had  no  representatives  in 
Caracas.  It  happened  also  that  the  goods 
were  not  kept  in  stock  at  the  New  York  ware- 
houses. 
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Shortly  afterward  a  letter  was  received 
from  the  International  Export  House  as  fol- 
lows: 

New  York  City, 
Praxis  Company,  March  26,  191—. 

Nucleon,   Indiana. 
Dear  Sirs: 

We  have  been  advised  by  Suarez  Brothers  of 
Caracas,  Venezuela,  that  they  have  placed  with 
your  good  selves  an  order  for  goods  which  they 
require  immediately  and  which  they  wish  to  have 
intrusted  to  our  care  for  shipment. 

We  would  thank  you  to  let  us  know  when  you 
expect  that  these  goods  will  be  ready  and  also 
to  forward  to  us  in  due  course  a  packing  list  of 
the  goods,  showing  gross  and  net  weights  and 
measurements  of  the  cases,  as  well  as  contents 
and  values,  which  data  we  require  for  making 
up  shipping  documents. 

Awaiting  your  reply  with  interest,  we  remain, 
Yours  very  truly, 
International  Export  House, 

Venezuela  Department. 

The  following  correspondence  ensued: 

Nucleon,   Indiana, 

March  29,  191 — . 
International  Export  House, 

New  York  City. 
Dear  Sirs: 

Your  favor  of  the  26th  instant  has  been  re- 
ceived. Th«  shipment  for  Suarez  Brothers  of 
Caracas  will  be  ready  to  go  forward  to  you  the 
last  of  this  week  or  the  first  of  next  week. 
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The  order  consists  of  a  motor  and  sundry  ac- 
cessories, including  grease,  oil,  steering  wheel, 
spare  parts,  tools,  etc.  The  shipment  will  be 
shipped  in  two  separate  boxes,  one  containing 
the  motor  and  the  other  the  accessories. 
We  have  received  from  Suarez  Brothers  a 
draft  on  you  for  the  cost  of  the  motor,  $80, 
which  we  have  discounted.  Our  Venezuela 
friends  omitted  any  mention  of  the  method  of 
reimbursing  ourselves  for  the  cost  of  the  acces- 
sories and  incidental  expenses,  the  price  being 
F.O.B.  factory;  we  take  it,  however,  that 
Suarez  Brothers  have  an  account  with  you  and 
that  we  may  expect  5'ou  to  honor  our  bill  for 
same. 

If  this  is  not  correct,  kindly  advise  us.  Also  let 
us  know  whether  there  are  any  special  marks 
or  address  which  you  wish  to  have  on  this 
shipment. 

Very  truly  yours, 

Praxis  Company, 
Charles  Williams, 
Export  Manager. 


New  York  City, 

April  3,   191 — , 
Praxis  Company, 

Nucleon,  Indiana. 
Dear  Sirs: 

We  are  in  receipt  of  your  favor  of  the  29th 
instant. 

We  note  that  Suarez  Brothers  have  made  re- 
mittance by  draft  on  us,  which  will  be  honored 
when    presented     through    the    usual    banking 
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channels.  No  advice  was  contained  in  their 
letter  to  us  re  the  payment  for  the  accessories, 
but  it  will  be  in  order  for  you  to  make  your 
invoice  against  us  for  the  amount  of  the  charges 
for  cost  of  the  accessories  and  expenses  to  New 
York  which  you  have  prepaid.  Should  you  by 
chance  receive  a  further  draft  from  your  clients 
for  the  amount  of  the  accessories,  we  shall  be 
much  obliged  if  you  will  indorse  same  and  remit 
it  to  us. 

We  shall  thank  you  to  place  on  the  shipment 
the  inclosed  shipping  mark,  i.  e.,  a  triangle  con- 
taining the  letters  S  H  and  below  the  triangle 
the  word  Caracas.  Consign  the  goods,  how- 
ever, direct  to  ourselves  in  New  York  and 
forward  the  bill  of  lading  and  other  documents 
as  soon  as  possible. 

Yours  very  truly. 
International  Export  House, 

Venezuela  Department. 

Later,  the  Praxis  Company  sent  a  letter 
advising  that  the  shipment  had  been  for- 
warded and  inclosing  the  required  papers. 
The  International  Export  House  was  billed 
for  the  cost  of  the  accessories  plus  the  ship- 
ping, packing  and  other  charges  which  the 
Praxis  Company  had  incurred  after  the 
goods  left  the  shipping  platform.  The  goods 
were  taken  in  hand  by  the  International  Ex- 
port House  and  forwarded  to  the  Venezuela 
customer.  The  cost  of  the  accessories  and 
charges  was  collected  from  Suarez  Brothers 
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by  the  Caracas  representatives  of  the  Inter- 
national Export  House.  Had  they  no  repre- 
sentatives there  they  would  doubtless  have 
drawn  a  draft  on  Suarez  Brothers  and  reim- 
bursed themselves  in  that  way. 

The  Praxis  Company  also  sent  a  letter  to 
Suarez  Brothers,  in  Spanish,  translation  of 
which  was  as  follows: 

PRAXIS    COMPANY 

NEW  YORK  CITY  AND   NUCLEON,    INDIANA 

Nucleon,  Indiana, 

April  5,  191—.. 

Suarez   Hermanos, 

Caracas,  Venezuela. 
Dear  Sirs: 

Your  esteemed  order  of  the  13th  of  March, 
which  we  briefly  acknowledged  on  March  27, 
has  been  forwarded  today  to  the  International 
Export  House,  to  be  shipped  by  them  to  your 
good  selves.  Our  invoice  for  same  is  inclosed 
in  this  cover. 

Your  draft  on  the  International  Export  House 
for  $80  has  been  promptly  paid  by  them.  We 
thank  you  for  same.  This,  as  per  the  prices 
quoted  to  you  in  our  previous  correspondence, 
covered  the  cost  of  the  rowboat  motor  free  on 
board  railroad  cars  at  our  factory.  There  were 
additional  charges  as  per  our  invoice  for  the 
accessories  and  the  railage  to  New  York,  as 
well  as  packing  which,  as  you  know,  is  added 
extra  to  our  charges.  The  amount  of  these 
extra  charges  is  $36.36,  which  the  International 
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Export  House  are  paying  and  will  collect  from 
your  good  selves.  As  we  have  received  no  other 
draft  from  you  for  the  extra  parts  we  take  it 
for  granted  that  this  method  of  remittance  for 
the  extra  amount  will  meet  with  your  approval. 
We  trust  that  these  goods  will  reach  you  in 
excellent  condition  and  that  the  International 
Export  House  will  inform  you  fully  regarding 
the  forwarding  of  the  shipment.  We  hope 
that  the  motor  will  meet  your  requirements 
fully,  and  we  shall  be  pleased  to  hear  from  you 
how  it  works.  We  regret  that,  as  yet,  we  have 
no  catalog  printed  in  Spanish  to  send  you,  but 
we  are  forwarding  under  separate  cover  a  cata- 
log written  in  English,  but  illustrated  so  that 
you  may  see  the  photographs  and  diagrams  of 
some  of  our  other  makes  of  motors. 
Looking  forward  to  other  orders  from  your 
good  selves,  and  assuring  you  that  they  will  re- 
ceive the  best  of  attention,  we  beg  to  remain, 
Ever  yours  faithfully, 

Praxis  Company, 
Charles  Williams, 
Export  Manager. 


VI 

Miscellaneous  Direct  Letters 

IN  time,  as  the  manufacturer's  business 
grows,  he  finds  that  many  of  his  letters 
will  admit  of  more  or  less  uniform  phras- 
ing. It  is  not  advisable  to  have  such  letters 
printed,  inasmuch  as  the  personal  element  is 
wanting  in  a  letter  that  is  set  in  printer's 
type.  It  will  save  time,  however,  to  keep  in 
mind  the  general  method  of  treating  the  dif- 
ferent varieties  of  requests  that  keep  con- 
stantly recurring  in  the  manufacturer's  busi- 
ness. Let  us  see  how  the  Praxis  Company 
handles  some  of  the  customary  requests  that 
reach  it. 

Down  in  Brazil  Mr.  Rafael  De  Sousa  had 

purchased  a  stock  of  American  shoes  for  his 

store,  and,  having  sold  out  his  old  stock  of 

shoe  polish,  wrote  the  shoe  company 

Answer  to     ^^^  prices  of  various  kinds  of  polish. 

nqutry     r^^^  ^^  Shoe  Company  did  not  handle 

shoe  polishes  and  turned  the  order  over  to  the 

Praxis  Company.     This  sort  of  inquiry  was 

frequently  received  by  the  Praxis  Company 

from    other    manufacturers    and    from    the 

various  trade  papers  and  trade  organizations 

with  which  it  is  on  close  terms.     Its  answer 

78 
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usually  conforms  to  the  one  that  was  sent  to 
Mr.  De  Sousa. 


PRAXIS    COMPANY 

NEW  YORK  CITY  AND  NUCLEON,    INDIANA 

Nucleon,  Indiana,  U.  S.  A., 

October  5,  191 — . 

Mr.  Rafael  De  Sousa, 

Rio  de  Janeiro,  Brazil. 
Dear   Sir: 

Your  kind  letter  of  September  10,  to  the  Ai 
Shoe  Company,  showing  your  interest  in  products 
such  as  we  manufacture,  has  been  referred  by 
them  to  us,  and  as  makers  of  Shoe  Polishes  and 
Shoe  Pastes  for  a  period  of  over  sixty  years  we 
are  glad  to  bring  our  goods  to  your  attention. 
With  this  in  view  we  are  mailing  you  under 
separate  cover  a  copy  of  our  latest  export  catalog 
in  Portuguese,  and  in  view  of  the  importance 
of  your  business  in  your  city  we  shall  be  pleased 
to  quote  you  a  special  discount  of  50  per  cent, 
from  the  trade  prices  therein  noted,  cases  and 
packing  free,  F.O.B.  export  steamer  New 
York.  Prices  are  in  U.  S.  gold  dollars,  subject 
to  advance  without  notice. 

Our  established  terms  for  the  foreign  trade  are 
60  days'  sight  draft  attached  to  bill  of  lading, 
but  in  the  event  you  desire  a  trial  order  at  once, 
and  that  there  may  be  no  delay  in  the  shipping, 
we  shall  be  glad  to  offer  you  a  double  cash  dis- 
count of  5  per  cent,  for  remittance  with  your 
first  order,  or,  on  the  receipt  of  the  usual  satis- 
factory references,  our  best  terms  noted  above. 
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That  you  may  see  some  of  the  products  illus- 
trated in  the  catalog  which  we  are  sending  you, 
we  are  forwarding  by  parcel  post  without  charge 
samples  of  our  best  brands  of  Black  and  Russet 
Shoe  Polish,  which  have  met  with  great  favor 
in  the  United  States. 

We  shall  not  take  your  time  in  this  letter  to 
enlarge  upon  the  merits  of  these  products,  but 
shall  leave  whatever  tests,  to  which  you  may 
submit  them,  to  serve  as  their  own  best  argu- 
ments for  your  preference. 
Looking  forward  to  the  opportunity  of  serving 

you,  we  are, 

Very  truly  yours, 

Praxis  Company, 
Charles  JVilliams, 
Export  Manager. 

After  considerable  time  had  elapsed  with- 
out an  answer  to  this  letter — the  time  being 
carefully  estimated  on  mail  and 
Follow-Up  Letter     sailing    schedules— a    follow-up 
letter  of  the  following  tenor  was  dispatched 
to  Mr.  De  Sousa: 

PRAXIS    COMPANY 

NEW  YORK  CITY  AND  NUCLEON,    INDIANA 

Nucleon,   Indiana, 
December  5,  19 1 — . 
Mr.  Rafael  De  Sousa, 

Rio  de  Janeiro,  Brazil: 

Dear  Sir: 

While,  on  account  of  irregular  sailings,  there 

may  not  have  been  an  opportunity  for  your  reply 
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to  our  letter  of  the  5th  October  to  have  reached 
us,  we  are  particularly  anxious  that  through  no 
oversight  of  ours  your  interest  in  our  goods 
should  be  diminished. 

We  are  therefore  writing  with  the  hope  that 
you  have  received  the  export  catalog  mailed 
you,  and  that  you  are  giving  such  careful  con- 
sideration to  the  favorable  prices  named  you, 
that  we  may  hope  to  hear  from  you  in  an  early 
mail,  giving  us  the  desired  opportunity  to  serve 
you  further. 

Very  truly  yours. 

Praxis  Company, 
Charles   IVilliams, 
Export  Manager. 

Let  us  assume  that  Mr.  De  Sousa  not  only 
accepted  the  offer  of  the  Praxis  Company, 
but  became  so  much  interested  in  Praxis 
products  that  he  soon  stocked  many  of  them 
in  his  general  store  and  became  a  represen- 
tative of  the  company.  He  is  placed  on  the 
regular  itinerary  of  the  South  American 
salesman  who  visits  Brazil.  The  salesman 
has  just  visited  Mr.  De  Sousa.  Shall  the 
Praxis  Company  take  any  notice 
of  the  courtesies  extended  to  the       Acknowledging 

salesman,  or  shall  it  leave  it  to  the       (^ourtesies  to 

.  '     .        ..         .  -  ,  Salesmen 

salesman  himself  to  impress  Mr. 

De  Sousa  with  the  depth  of  gratitude  he 
feels?  The  Praxis  Company  think  the  mat- 
ter worth  a  letter  over  the  firm's  signature. 
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PRAXIS    COMPANY 

NEW   YORK   CITY   AND    NUCLEON,    INDIANA 

Nucleon,  Indiana, 

June  12,   191 — . 
Mr.  Rafael  De  Sousa, 
Rio  de  Janeiro,  Brazil. 

Dear  Sir: 

You  may  be  sure  that  we  thoroughly  appreciate 
the  courtesies  you  extended  to  our  Mr.  James 
Jameson  when  in  Rio  de  Janeiro. 
By  careful  and  prompt  attention  given  to  your 
requirements  we  shall  endeavor  to  show  our 
intention  of  reciprocating  these  courtesies  when- 
ever you  give  us  the  pleasant  opportunity  of 
serving  you. 

Due  to  Mr.  Jameson's  regular  visits  and  the 
propaganda  work  of  advertising  in  the  maga- 
zines, the  use  of  circulars  and  samples,  and  the 
hearty  cooperation  of  our  friends  in  the  trade, 
such  as  your  good  selves,  the  demand  for  Praxis 
products  is  constantly  increasing,  and  we  feel 
that  your  profits  will  prove  this  as  the  years 
pass. 

Will  you  kindly  share  with  us  from  time  to 
time  any  ideas  that  occur  to  you  in  connection 
with  our  lines? 

Yours  very  truly. 

Praxis  Company, 
Charles   Williams, 
Export  Manager. 

Another  situation  which  the  Praxis  Com- 
pany has  often  had  to  confront  in  its  export 
trade  is  the  receipt  of  an  order  for  which  no 
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credit  information  is  at  hand.     Inasmuch  as 

the   Praxis  Company  is  very  careful   in  its 

credit  policy,  it  seldom  accepts 

such  an  order  on  credit  unless     Offering  Special 

some  exceptional  circumstances     9"^^.^^'!^^/'^^^ 
^  ,        ,     .  ,        , ,     Credit  IS  Doubtful 

— such   as   the   desire   to   break 

into  a  market — seem  to  justify  running  the 
risk.  Ordinarily  it  has  recourse  to  a  form- 
letter  which  reads: 

PRAXIS    COMPANY 

NEW  YORK  CITY  AND   NUCLEON,    INDIANA 

Nucleon,  Indiana, 

June  2,   191 — . 
William   Williamson   Company, 

Capetown,  South  Africa. 
Gentlemen : 

There  Is  no  task  less  attractive  than  that  of 
explaining  a  delay  caused  in  the  filling  of  an 
order  for  a  new  customer  because  of  efforts  to 
secure  through  the  usual  channels  information 
that  will  permit  the  shipment  of  the  goods  on 
favorable  business  terms.  Nevertheless  that  is 
our  present  position,  though  we  feel  that  we  are 
fortunate  in  this  particular  instance  in  being 
able  to  offer  you  an  inducement  which  is  such 
an  opportunity  that  we  feel  sure  you  will  not 
wish  to  pass  it  by. 

We  are  inclosing  herewith  a  copy  of  the  Invoice 
of  your  order,  and  if  you  will  send  us  on  receipt 
of  this  letter  a  remittance  for  the  amount,  de- 
ducting 5  per  cent,  for  advance  payment,  this 
will  be  accepted  in  full  F.O.B.  New  York, 
goods  going  forward  with   sight  draft   for  the 
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money  advanced  here  to  your  advantage  in  con- 
nection with  freight,  insurance,  etc. 
This  unusual  offer  has  been  approved  by  our 
officials  on  the  writer's  recommendation. 
No  doubt  this  offer  will  prove  so  attractive  that 
you  will  wish  to  take  advantage  of  it  on  sub- 
sequent orders,  but,  on  the  other  hand,  we  shall 
welcome  the  names  of  your  business  friends  in 
this  country,  from  whom  you  have  purchased, 
enabling  us  to  extend  in  these  unprecedented 
times,  when  the  world's  credits  are  so  strained, 
our  exceptional  export  terms  of  60  days'  sight 
draft  attached  to  bill  of  lading. 

You  can  rely  on  the  very  heartiest  cooperation 
and  the  best  of  service,  and  the  writer  will  ap- 
preciate your  mentioning  this  letter  in  order 
that  he  may  personally  supervise  the  prepara- 
tion of  special  elaborate  sample  sets,  bearing 
your  name  and  address. 

Awaiting  your  reply,  for  which  we  inclose  an 
International  Reply  Coupon,  we  are, 
Yours  very  truly. 

Praxis  Company^ 
Charles  Williams, 
Export  Manager. 

The    Praxis    Company,    however,    realize 
how  unsatisfactory  it  is  to  have  to  delay  a 
shipment    to    a    prospective    cus- 
Soltcittng  Credtt     ^omer,  and  consequently  endeavor 
References  ^     n    ^«  ^  j-^   • 

at  all  times  to  secure  credit  in- 
formation in  advance.  In  the  answer  to  the 
very  first  inquiry,  the  Praxis  Company  solicit 
credit  references  from  the  prospect. 
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PRAXIS    COMPANY 

New  YORK  CITY  AND   NUCLEON,    INDIANA 

Nuclcon,  Indiana, 

January  4,  191 — . 

Vrijiand  Handclmaatschappij, 

Batavia,  Java. 
Gentlemen : 

Your  kind  letter  of  the  i8th  November  is  much 
appreciated  by  us,  as  is  also  your  desire  to  place 
with  us  your  orders  for  your  requirements  in 
the  lines  which  we  manufacture.  We  are  espe- 
cially glad  to  know  that  you  consider  your  dis- 
trict a  favorable  market  for  our  products. 
Owing  to  the  fact  that  parcel  post  facilities  do 
not  exist  between  Java  and  the  United  States, 
we  are  unable  to  send  you  by  mail  all  of  the 
samples  that  you  mention,  but  are  sending  one 
of  our  Simplex  Typewriter  Ribbons  and  a  box 
of  carbon  typewriter  paper  in  assorted  colors  to 
enable  you  to  test  out  for  yourself  our  products. 
We  shall  await  with  much  interest  the  receipt 
of  the  name  of  the  exporter  in  this  country  with 
whom  you  are  dealing  to  whom  you  wish  us  to 
send  the  complete  set  of  samples  you  request. 
If  you  desire  to  make  up  an  order  with  which 
we  could  send  the  samples  direct,  we  shall  be 
glad  to  acquiesce  to  your  request  in  this  con- 
nection. 

That  we  may  become  more  intimately  acquainted, 
we  would  appreciate  your  giving  us  the  names 
of  the  firms  in  this  country  with  whom  you  have 
had  dealings.  In  the  meantime,  should  you  de- 
sire any  of  our  products,  we  shall  be  very  glad 
to  make  shipment  to  you  with  a  double  cash  diV 


86  FOREIGN    TRADE 

count  of  5  per  cent,  for  remittance  with  your 
orders,  in  addition  to  the  trade  discount  of  50 
per  cent,  from  the  list  prices  noted  in  our  export 
catalog  sent  you  under  separate  cover. 

Prices  are  in  U.  S.  gold  dollars,  subject  to  ad- 
vance without  notice,   cases  and  packing   free, 
F.O.B.  steamer  New  York. 
Awaiting  the  opportunities  you  may  give  us  to 
serve  you  in  this  connection,  we  are, 
Yours  very  truly, 

Praxis  Company, 
Charles  Williams, 
Export  Manager. 

The  Praxis  Company  do  not  rely  solely  on 
reports  from  their  customers  for  their  credit 
information.  Let  us  assume  that  an  order 
has  been  received  from  the  Joaquin  Cruz 
Company  of  Lima,  Peru.  The  Praxis  Com- 
pany have  never  done  business  with  this  con- 
cern and  wish  credit  information.  As  sug- 
gested in  the  foregoing  letters  the  Praxis 
Company  solicit  references  from  the  prospect 
himself. 

In   addition,  however,   information  is  ob- 
tained from  one  of  the  big  credit 
r^^^^^^J^*      agencies  in  this  country.    This  re- 
port reads  somewhat  as  follows: 


from  Agency 


CREDIT   REPORT 
Joaquin  Cruz  Company,  Lima,  Peru. 
This  firm  has  operated  this  line  in  Lima  for  a 
number  of  years,  starting  at  788  Avenue  de  La 
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Paix,  later  moving  to  782  Avenue  de  La  Paix 
and  finally  to  the  present  address. 
At  one  time  Mr.  Cruz  vi'as  in  partnership  with 
Jose  Carceles  and  for  a  time  the  business  u^as 
conducted  as  Cruz  and  Carceles.  This  was 
about  the  year  191 2.  The  partnership  was  then 
dissolved  and  Mr.  Cruz  continued  under  his 
own  name  for  a  short  time,  then  admitting 
Ernesto  Cortez.  The  firm  was  operated  as 
Cruz  and  Cortez  until  August,  1914,  when  the 
latter  disposed  of  his  interest  in  the  business  to 
Cruz. 

STATEMENTS 

One  or  two  statements  have  been  received  from 
him,  comparison  in  U.  S.  Currency  being  as 
follows : 

Date  Assets        Liabilities    Net  Worth 

Aug.,  1914. . .  $13,300  $3,200  $10,100 
June,  1915...      13,150  4,000  9,150 

Interviewed  three  months  ago  he  submitted  the 
following  signed  report  as  approximately  repre- 
senting his  financial  condition  at  that  time: 

ASSETS 

Merchandise  on  hand   at  cash  value, 

and  fixtures $10,000 

Outstanding     accounts    at     realizable 

value 3,000 

Cash  on  hand  and  in  bank 500 

Total  assets  $13,500 

LIABILITIES 

For  merchandise,   not  due   (open  ac- 
count)           4,000 

$9,500 

REAL   ESTATE 

House  and  store 8,000 

$17,500 
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Insurance  on  merchandise,  $4,000;  on  house  and 
store,  $7,500.  Suffered  a  bad  fire  loss  last  year, 
covered  by  insurance. 

Signed:    Joaquin  Cruz. 

This  otatement  was  accepted  as  having  been  ren- 
dered in  good  faith,  but  at  the  same  time  it  is 
thought  that  the  merchandise  and  fixtures  item  of 
$10,000  would  in  case  of  difficulty  prove  worthy 
of  material  reduction. 

GENERAL   INFORMATION 

He  is  married,  between  25  and  30  years  of  age, 
and  favorably  spoken  of  in  a  personal  way.  His 
store  appears  to  be  very  well  situated  in  a  thickly 
populated  section  of  the  city,  where  it  is  believed 
to  cater  to  a  satisfactory  trade. 

TRADE   OPINIONS 

The  following  trade  information  has  been  re- 
ceived : 

1.  Sold  since  1913;  at  first  cash  with  order, 
now  90  days'  sight  draft,  documents  against  ac- 
ceptance; relations  satisfactory. 

2.  Sold  for  past  three  years,  D/A  draft,  sixty 
days'  sight;  no  protest;  satisfactory  relations. 

3.  Have  sold  for  some  time;  thirty  days'  sight 
draft;  limit  $1,000;  drafts  always  met  at 
maturity. 

To  supplement  this  information,  the  Praxis 

Company   solicit   further   information   from 

firms  with  whom  they  know 

Credit  Report  firom      ^^^^  ^^^  Joaquin  Cruz  Com- 

Uther Exporters  1  l    j   j     i-  t-> 

pany  have  had  dealings,     ror 

this  purpose  they  employ  the  standard  "credit 

information"  form  adopted  by  the  National 

Association  of  Manufacturers. 
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The  name  of  the  Crescent  Machinery 
Company  has  been  mentioned  incidentally  by 
the  Joaquin  Cruz  Company.  The  Praxis 
Company  have  already  exchanged  credit  in- 
formation with  this  concern,  and  now  write: 

PRAXIS    COMPANY 

NEW  YORK  CITY  AND   NUCLEON,    INDIANA 

Nucleon,  Indiana, 

July  21,  191—. 
The  Crescent  Machinery  Company, 

New  York  City. 

Attention  Foreign  Credit  Department 
Gentlemen : 

We  are  contemplating  business  relations  with 
the  Joaquin  Cruz  Company  of  Lima,  Peru. 
Our  South  American  friends  advise  that  they 
have  had  dealings  with  your  good  selves  in  the 
past,  and  we  are  taking  the  liberty  of  turning  to 
you  for  possible  credit  information  on  this  firm. 
We  have  appreciated  very  much  the  assistance 
you  have  rendered  us  on  former  occasions,  and 
expect  that  you  will  not  hesitate  to  call  on  us 
if  we  can  be  of  similar  assistance  to  you.  We 
are  inclosing  one  of  the  regular  credit  informa- 
tion blanks  with  stamped  envelope  for  return. 
Yours  very  truly, 

Praxis  Company. 

The  blank  form  inclosed  was  returned  by 
the  Crescent  Machinery  Company  filled  out 
as  follows: 

I.    How  long  sold?     Three  years. 

Ever    declined?      No.      If    so,    when    anil 
why  ? 
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2.  Terms  of  sale? 

Open  Account Days 

D/A   Sight.. Dmh Sixty    Days 

CO.  D Days 

Voluntary  remittance  with  or- 
der  

Sell  for  cash  only,  and  why?. . 

If  account  guaranteed,  how?. . 

3.  Highest  credit  and  latest  dealings,  $650. 

4.  Amount  owing?     $200. 

5.  Credit  limit,  if  any?     $2,000. 

6.  Manner  of  payment? 

No Discounts 

Prompt  and  satisfactory 

Usually.  .  .Slow  but  considered  good 

Account  closed  for  cause 

Collected  by  attorney 

7.  Inclined  to  be  technical  or  make  unjustified 
claims  ?    No. 

8.  Names  of  others  who  have  inquired  recently. 
Ultra  Steel  Company. 

Jones  Paint  Works. 

9.  Remarks: 

This  firm  represents  us  exclusively  in  Peru, 
and,  to  our  knowledge,  is  the  only  one  that 
has  facilities  for  covering  the  entire  country, 
for  the  products  ivhich  it  exploits.  We  have 
found  it  unusually  efficient  in  the  profitable 
use  of  the  propaganda  which  we  have  sup- 
plied, and  its  traveling  representatives  have 
always  been  exceptionally  active.  Despite 
the  recent  fire  which  destroyed  its  entire 
establishment  only  a  year  ago,  it  has  main- 
tained its  leading  position  in  Peru,  and  ice 
have  been  particularly  pleased  with  the  un- 
interrupted exploitation  of  our  products  at 
this  time  when  the  firm  must  have  been 
badly  hampered  for  stocks  as  well  as  for 
office  space  and  equipment. 
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Would  be  glad  to  give  you  our  experience  if  you 
desire,  on  receipt  of  this  sheet,  or  reciprocate  in 
any  way  withm  our  power. 

These  two  reports  satisfied  the  credit  man, 
but  for  his  file  he  also  wrote  for  similar  re- 
ports to  the  Ultra  Steel  Company  and  the 
Jones  Paint  Works. 


VII 

Drawback 

LARGE  quantities  of  goods  produced  in 
the  United  States  make  use  of  imported 
material  in  their  manufacture.     When 
these   goods    are   exported,    the    government 

will  refund  the  full  amount,  less 
When  Drawback       ^  ^^^^     ^^   ^^^   ^^^j^g        j^j 

M  Llatmable  i       /•       •  .     •  i  j 

upon  the  foreign  materials  used 

in  the  production  of  the  exported  article.    It 

is  not  necessary  that  the  materials  shall  have 

been  imported  in  the   manufacturer's  name 

nor  that  the  finished  goods  be  exported  in 

his   name.     This   opportunity   for    reducing 

manufacturing   costs    is   one    that   has   been 

taken  advantage  of  only  partially  by  firms  in 

the  United   States.     Exporters  who  employ 

imported   materials   in   their   manufacturing 

processes  should  not  fail  to  inquire  fully  into 

the  possibility  of  obtaining  drawback. 

Article  O  of  Section  IV  of  the  Customs 

Tariff  Act  of  October  3,  1913,  refers  to  the 

granting  of  drawbacks  and  reads  as  follows: 

That  upon  the  exportation  of  articles  manufac- 
tured or  produced  in  the  United  States  by  the 
use  of  imported  merchandise  or  materials  upon 
which  customs  duties  have  been  paid,  the  full 
amount  of  such  duties  paid  upon  the  quantity  of 
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materials  used  in  the  manufacture  or  production 
of  the  exported  product  shall  be  refunded  as 
drawback,  less  i  per  centum  of  such  duties: 
PROVIDED,  that  where  a  principal  product 
and  a  by-product  result  from  the  manipulation 
of  imported  material  and  only  the  by-product  is 
exported,  the  proportion  of  the  drawback  dis- 
tributed to  such  by-product  shall  not  exceed  the 
duty  assessable  under  this  Act  on  a  similar  by- 
product of  foreign  origin  if  imported  into  the 
United  States.  Where  no  duty  is  assessable 
upon  the  importation  of  a  correspondmg  by- 
product, no  drawback  shall  be  payable  on  such 
by-product  produced  from  the  imported  mate- 
rial; if,  however,  the  principal  product  is  ex- 
ported, then  on  the  exportation  thereof  there 
shall  be  refunded  as  drawback  the  whole  of  the 
duty  paid  on  the  imported  material  used  in  the 
production  of  both  the  principal  and  the  by- 
product, less  I  per  cent,  as  hereinbefore  pro- 
vided: PROVIDED  FURTHER,  that  when 
the  articles  exported  are  manufactured  in  part 
from  domestic  materials,  the  imported  materials 
or  the  parts  of  the  articles  manufactured  from 
such  materials,  shall  so  appear  in  the  completed 
articles  that  the  quantity  or  measure  thereof  may 
be  ascertained:  AND  PROVIDED  FUR- 
THER, that  the  drawback  on  any  article  al- 
lowed under  existing  law  shall  be  continued  at 
the  rate  herein  provided.  That  the  imported 
materials  used  in  the  manufacture  or  production 
of  articles  entitled  to  drawback  of  customs  duties 
when  exported  shall,  in  all  cases  where  draw- 
back of  duties  paid  on  such  materials  is  claimed, 
be  identified,  the  quantity  of  such  materials  used 
and  the  amount  of  duties  paid  thereon  shall  be 
ascertained,  the  facts  of  the  manufacture  or  pro- 
duction of  such  articles  in  the  United  States  and 
their  exportation  therefrom  shall  be  determined, 
and  the  drawback  due  thereon  shall  be  paid  to 
the  manufacturer,  producer,  or  exporter,  to  the 
agent  of  either  or  to  the  person  to  whom  such 
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manufacturer,  producer,  exporter,  or  agent  shall 
in  writing  order  such  drawback  paid,  under  such 
regulations  as  the  Secretary  of  the  Treasury 
shall  prescribe. 

That  on  the  exportation  of  flavoring  extracts, 
medicinal  or  toilet  preparations  (including  per- 
fumery) hereafter  manufactured  or  produced  in 
the  United  States  in  part  from  domestic  alcohol 
on  which  an  internal-revenue  tax  has  been  paid, 
there  shall  be  allowed  a  drawback  equal  in 
amount  to  the  tax  found  to  have  been  paid  on 
the  alcohol  so  used:  PROVIDED,  that  no  other 
than  domestic  tax-paid  alcohol  shall  have  been 
used  in  the  manufacture  or  production  of  such 
preparations.  Such  drawback  shall  be  deter- 
mined and  paid  under  such  rules  and  regulations 
and  upon  the  filing  of  such  notices,  bonds,  bills 
of  lading,  and  other  evidence  of  payment  of  tax 
and  exportation,  as  the  Secretary  of  the  Treas- 
ury shall  prescribe. 

That  the  provisions  of  this  section  shall  apply 
to  materials  used  in  the  construction  and  equip- 
ment of  vessels  built  for  foreign  account  and 
ownership,  or  for  the  government  of  any  foreign 
country,  notwithstanding  that  such  vessels  may 
not  v.ithin  the  strict  meaning  of  the  term  be 
articles  exported. 

It  is  customary  for  manufacturers   to  in- 
trust the  application  for  the  drawback  priv- 
ilege and  the  collection  of  the  refunded  du- 
ties to  established  drawback  agents.     These 
agents  will  examine  the  manu- 
The  Activities  of      facturer's  business  and  will   ad- 
Drawback  Agents  ,      ,  ^      •.     r       .u 

vise  whether  opportunity  for  the 

obtaining  of  drawback  exists.  If  it  does, 
application  is  made  to  the  United  States 
Treasury  Department,   and  an  agent  of  the 
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department  will  make  the  official  investiga- 
tion and  report  to  the  department.  If  the 
privilege  is  granted,  the  drawback  agents 
will  then  attend  to  the  details  of  the  collec- 
tion of  the  drawback.  The  following  exam- 
ple will  illustrate  the  procedure  of  exporting 
a  given  shipment  under  the  drawback  pro- 
visions. 

When  a  consignment  on  which  drawback 
is   recoverable   is   ready  to  be   exported,   the 
manufacturer    must    send    the 
drawback  agents  a  notification    A  Typical  Drawback 
.  ,      ,        T  11        Shipment 

blank.    Let  us  assume  that  the 

Praxis  Company  are  sending  the  John  Smith 
Company,  London,  ten  cases  of  confectionery, 
the  sugar  in  which  has  been  imported,  duty 
paid.  The  notification  blank  is  shown  on 
page  96. 

As  soon  as  this  is  received  by  the  draw- 
back agents,  Jones  &  Jones,  they  will  pre- 
pare "Notice  of  Intent"  and  file  it 
with  the  Collector  of  Customs  at     Azent,' Notice 
.  .  .  .  .         of  intent 

the  port  of  exportation,  at  least  six 

hours  prior  to  lading,  as  required  by  the 
Treasury  regulations. 

This  notice  will  contain  the  information 
given  in  the  notification  blank,  and  will  con- 
form to  the  document  which  is  reproduced  on 
page  97. 

On  the  reverse  side  of  this  form  is  printed 
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the  order  for  examination  and  shipment  from 
the  Deputy  Collector  to  the  Surveyor  and  the 
order  from  the  Surveyor  to  the  Inspector,  as 
well  as  the  Inspector's  report,  so  that  the  en- 
tire  transaction  is  recorded  on  the  same  form, 


Pjqjjj                       Praxis  Company 

Shipped   per ?:.J.:..A^S!>m 

To  Pier                                 ^^*  North  River 

In  the  name  of                M«  ..•^»»*'*.  .^''!»/!«»y 

Date   of   shipment 

July  6,  igi — . 

Shipping  Marks 
and  Numbers 

Packages  and  Contents 

i^^^^^ 

Ten  (lo)  cases  containing: 

500  lbs.  Caramels — 40%  Sugar 
$00  lbs.  Chocolates — -60%  Sugar 

LONDON 

Nos.  i-io 

The  form  is  handled  between  the  draw- 
back collectors  and  the  government  officials. 
In  addition  to  the  notification  blank,  which 
the  Praxis  Company  send  to  Jones  &  Jones  as 
soon  as  the  make-up  of  the  ship- 
Manufacturer's      ^^^^   jg   known,    they   must   send 
Nottce  of  Intent  .        il^t     ■         e  t  »    / 

another  "Notice  of  Intent     (note 

the  form  on  page  98),  this  one  to  accompany 
the  shipment  and  not  to  be  mailed,  but  to  be 
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delivered  to  the  United  States  District  In- 
spector at  the  loading  pier  of  the  steamer  on 
which  the  goods  are  to  be  shipped. 


Intent  No.  12354. 
New  York,  July  6,  igi — . 
Notice   of  Intent,    by  Jones  &  Jones,  Agents  of  Mer- 
chandise intended  for  exportation  with  benefit  of  drawback. 


Marks  and 
Numbers 

Packages 

Description  of 
Merchandise 

Materials  or 

Parts  on 

which 

Drawback  is 
Claimed 

.^^5^ 

10 

Ten  cases  containing 
Soo  lbs.  Caramels, 

containing  40% 

Sugar 
SOO  lbs.  Chocolates, 

containing  60% 

Sugar 

LONDON 

Sugar 

The  merchandise  herein  described  is  to  be  laden  on  the 

5.  S.  "Anconic"  for  transportation  to  and 

for  exportation  to  London,  and  not  to  be  relanded  in  nor 
returned  to  the  United  States;  and,  according  to  the  best  of 
my  knowledge  and  belief,  such  merchandise  has  not  been  in 
use  and  is  entitled,  on  exportation,  to  a  drawback  of  duties 
paid  on  imported  materials  used  in  its  manufacture  and /or 
Internal  Revenue  tax  paid  on  the  domestic  alcohol  used  in 
the  manufacture  thereof. 

Jones  &  Jones. 

Atty. 


There  are  in  addition  several  forms  for 
use  between  the  drawback  agents  and  the 
manufacturer,  in  connection  with  the  various 
records  to  be  kept  and  the  eventual  collection 
of  the  drawback.    The  forms  quoted,  how- 
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ever,  represent  the  main  documents  that  the 
manufacturer  will  meet  with  in  the  routine 
of  drawback  shipments. 


NOTICE  OF  INTENT 

Truckmen  or  Lightermen  must  deliver  this  Copy  at  Office  of 

United  States  District  Inspector. 

When  the  District  Inspector's  Office  is  not  on  pier  where  you 

are  unloading,  inquire  of  receiving  clerk  where  same  is  located. 

Notice  of   Intent  to   Export   Domestic   Manufactures   with 

Benefit  of  Drawback. 

Port  of  New  York,  July  5,  igi — . 


Marks  and 

Numbers 

Packages 

Description  of 
Merchandise 

Where 
Deposited 

.^'^ 

10 

Ten  cases 
Confectionery 

A  A,  North  River 

LONDON 

Materials  or  parts  on  which  drawback  is  claimed — Sugar. 

Collector's   Notice  of   Intent  for  same  will  be  made  by 
Jones  &  Jones. 

The  merchandise  herein  described  is  to  be  laden  on  the 

S.  S.  " Anconic"  for  transportation  to and 

for  exportation  to  London  and  not  to  be  relanded  in  nor 
returned  to  the  United  States;  and  according  to  the  best  of 
my  knowledge  and  belief  such  merchandise  has  not  been  in 
use  and  is  entitled,  on  exportation,  to  a  drawback  of  duties 
paid  on  imported  materials  used  in  its  manufacture  and /or 
Internal  Revenue  tax  paid  on  the  domestic  alcohol  used  in 
the  manufacture  thereof. 

Praxis  company 

Shipper. 

THIS  NOTICE  MUST  NOT  BE  MAILED,  BUT  DELIVERED  WITH  THE  GOODS. 


VIII 

Insurance  Adjustments 

THE  documents  and  other  papers  that 
the  manufacturer  will  have  to  handle 
in  connection  with  marine  insurance, 
other  than  the  policy  of  marine  insurance 
originally  negotiated  and  the  certificate  of 
insurance  which  he  attaches  to  his  draft,  will 
have  to  do  largely  with  the  adjustment  of 
claims  for  loss  under  the  policy. 

Ordinarily  the  claimant  should  accompany 
his  claim  with  as  many  of  the  necessary  docu- 
ments as  possible.     These  docu- 
ments  include   the  certificate  of     Documents 
insurance,  a  copy  of  the  bill  of    f^omf>anying 
,    , .  '  r    t  Insurance  Clatms 

ladmg,  a  copy  of  the  commer- 
cial invoice,  and,  possibly  more  important 
than  all,  a  sworn  statement  of  the  under- 
writer's agent  or  the  local  Lloyd's  agent  as  to 
the  amount  of  the  damage  and  its  cause.  A 
statement  by  some  other  authorized  agent, 
such  as  the  customs  authorities,  may  be  re- 
sorted to  in  the  absence  of  the  agents  already 
mentioned.  In  connection  v/ith  the  statement 
regarding  the  cause  of  the  damage,  the  cap- 
tain's protest  is  often  required.  The  document 
is  usually  attested  and  filed  with  the  consul 
by  the  captain  of  the  ship,  whenever  he  has 
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experienced  rough  weather  that  may  have 
caused  damage  to  the  cargo.  This  document 
relieves  the  shipping  company  of  the  respon- 
sibility for  all  damage  that,  by  the  terms  of 
the  policies,  is  chargeable  to  the  insurance. 

The  following  examples  will  show  how 
claims  are  adjusted:  first,  in  the  case  of  total 
loss  of  part;  and  second,  in  the  case  of  a  par- 
ticular average  claim. 

The  Praxis  Company  sent  a  shipment  of 
naphtha  and  other  goods  to  Mombassa  to 
their  representative  agents,  and  had 
Total  Loss  ^j^g  shipment  insured  against  loss  un- 
der several  insurance  policies.  All 
the  policies  contained  the  following  clause: 

Including  risk  of  craft,  raft  and/or  lighter  to 
and  from  the  vessel.  Each  craft,  raft,  and/or 
lighter  to  be  deemed  a  separate  insurance. 

On  August  31,  191 — ,  a  lighter,  No.  11, 
owned  by  Messrs.  Hall  &  Company,  and 
loaded  with  naphtha  and  other  products 
which  had  been  discharged  from  this  steamer 
at  Mombassa,  caught  fire  and  the  lighter  and 
her  cargo  became  a  total  loss. 

As  the  losses  were  payable  in  New  York, 
the   local    representatives    immediately   pro- 
ceeded to  obtain  all  of  the  documents  that 
were    necessary   from    the    consignee's    side.  ^^ 
The  Praxis  Company  had  copies  of  the  in- 
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surance  certificate,  the  commercial  invoice, 
and  the  bill  of  lading.  It  was  the  duty  of  the 
agents  at  Mombassa  to  establish  the  amount 
of  the  damage  and  if  possible  the  cause. 
They  wrote  at  once,  asking  the  local  repre- 
sentative of  Lloyd's  to  report  on  the  occur- 
rence. Difficulties  arose  owing  to  the  total 
loss  of  the  lighter  and  cargo.  The  letter 
from  Lloyd's  agents  read  as  follows: 

Mombassa,  B.  E.  Africa, 

September  4,   19 1 — , 
Messrs.  White,  Brown  &  Company, 
Agents,  Praxis  Company, 
Mombassa. 

Gentlemen : 

In  reply  to  your  letter  of  the  2d  instant,  while 
we  are  aware  that  a  fire  occurred  and  the  lighter 
finally  sank,  none  of  the  goods  being  saved,  not 
having  anything  to  survey,  we  regret  that  we  are 
not  in  a  position  to  grant  any  certificate.  We 
know  that  the  cargo  alleged  to  have  been  in  the 
lighter  is  a  possible  quantity  for  the  boat  to  have 
carried,  as  we  have  often  used  the  lighter  our- 
selves. We  consider  that,  in  making  any  claim, 
you  should  support  same  by  supplying  a  true 
copy  of  the  tallies.  This  you  can  doubtless  do. 
We  of  course  have  no  knowledge  of  how  the 
fire  started. 
We  are,  dear  sirs. 

Yours  faithfully, 

Lloyd's  Agents. 
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As  soon  as  the  fire  occurred  Messrs.  White, 
Brown  &  Company  advised  the  Praxis  Com- 
pany of  the  loss.  In  a  subsequent  letter  they 
wrote  as  follows: 

Mombassa,  B.  E.  Africa, 
September   14,   191 — . 
The  Praxis  Company, 

New  York  City,  U.  S.  A. 
Gentlemen : 

In  regard  to  our  loss  at  Mombassa,  by  fire  on 
lighter,  we  have  to  advise  that  the  following 
quantities  were  destroyed: 

945  cases  "Superior"  Naphtha 
94     7-lb.  pails  No.  I  Grease 
158  14-lb.  pails  No.  I  Grease 
98  cases  AA  Axle  Oil 
15  cases  BB  Cylinder  Oil. 
We  inclose  copy  of  letters  from  Lloyd's  agents 
regarding  the  loss  of  the  lighter. 
In  connection  with  the  fire,  we  have  paid  £5 
to  the  customs  officers,  who  helped  to  check  the 
fire  from  spreading  to  other  lighters,  and  also 
£5   among  the  native  customs  and  police  em- 
ployees who  assisted.     We  trust  that  you  will 
add  this  to  the  insurance  claim. 

Yours  very  truly, 
White,  Brown  &  Company. 

When  this  letter  was  tendered  to  the  ad- 
justers as  proof  of  the  quantity  destroyed, 
they  questioned  it,  and  asked  for  further 
evidence  that  the  quantity  on  board  the 
lighter  when  she  burned  was   as   reported. 


I'holo  l).v  liiowii  liri 


AFTER  A  COLLISION  AT  SEA  NEAR  GRAVESEND,  ENGLAND 

Such  occurrences  may  result  not  only  in  claims  against  insurers  of 
hull  and  cargo,  but  also  in  fiossihle  general  average  and  salvage  claims, 
as  well  as  actions  to  determine  the  liability  for  the  collision. 
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The  Praxis  Company  secured  further  reports, 
showing  that  the  figures  given  had  been  ar- 
rived at  after  a  careful  inventory  had  been 
taken  of  all  the  merchandise  that  was  re- 
ceived from  the  ship  at  that  port.  These 
later  reports  satisfied  the  adjusters,  who  made 
settlement  as  follows : 

There  were  shipped  to  Mombassa: 

Invoice  Insured  Insured 

Value  Value  Value 
Per  Case 

2000  cases  Naphtha $3,840  $4,707  $2.3535 

120  cases  Axle  Oil 166  190  1.583 

50  cases  Cylinder  Oil ....           70  96  i  .92 

100  pails  Grease  (7  lbs.) . .           25  29  .29 

200  pails  Grease  (14  lbs.) .           79  95  .475 

Remainder  of  shipment 12,331  15,984 

$16,511     $21,101 

There  were  destroyed  on  board  the  lighter: 

945  cases  Naphtha,  at  Insured  Value  $2.3535  $2,224.06 

94  pails  Grease  (7  lbs.) 29  27.26 

158  pails  Grease  (14  lbs.) 475  75-05 

98  cases  Axle  Oil 1.583  I55.i3 

15  cases  Cylinder  Oil 1.92  28.80 

$2,510.30 
Contribution    paid    to    customs    officials    and 
natives  for  preventing  the  fire  spreading  to 

other  lighters,  £10  at  $4.86 48.60 

For  this  statement  and  copies 10.00 

Partial   loss   $2,568.90 

Having  arrived  at  the  actual  amount  of  the 
loss,  the  adjusters  then  had  to  apportion  this 
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loss  among  the  various  policies  under  which 
the  insurance  had  been  negotiated.  This  was 
done  as  follows: 


Exchang 

e  at  $4.86 

f"-j  f" 

•    •       .^^yj^-^.^^ 

.    .        £528.11.7 

Val 

uation 

in 

Policies,  £4,351. 

S.  I 

nsurance 

Company, 

Insuring  £870, 

pays 

£105.13.10 

R. 

( 

580, 

70.  9.   3 

B. 

( 

435, 

52. 16. II 

C. 

< 

176, 

21.   7.   7 

I. 

( 

176, 

21.   7.   7 

L. 

( 

145, 

17.12.   4 

W. 

( 

145, 

17.12.  4 

N. 

< 

145, 

17.12.   4 

M. 

< 

116, 

14.    I. 10 

E. 

< 

88, 

10. 13. 10 

H. 

< 

1,040, 

126.   6.10 

U. 

« 

435, 

52. 16. II 

£4,351 

£528.11.   7 

The   second   case    illustrates    a   particular 

average  loss.    The  Praxis  Company  have  sent 

a  shipment  of  3,500  sacks  of  flour  by  the 

steamship     Highland     Prince 

A  Case  of  Particular    ^^^^   ^^^   York    to    Rio    de 

Average  Loss  -.  j-,        ..        rr>, 

Janeiro,    Brazil.      The    cargo 

was  insured  under  a  policy  with  the  P.  S. 
Insurance  Company  with  the  clause: 

Each  100  sacks  subject  to  particular  average  if 
amounting  to  3  per  cent. 

Upon  arrival  at  destination,  it  was  found 
that  a  portion  of  the  shipment  of  3,500  sacks 
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had  sustained  damage  by  contact  with  sea 
water.  As  in  the  previous  instance,  the  con- 
signees proceeded  to  have  the  damage 
confirmed  by  the  local  Lloyd's  agent.  His 
report  of  survey  read : 

Rio  de  Janeiro,  Brazil, 
April  26,  191-. 
I,  W.  W.  Williams,  Lloyd's  agent  at  the  port 
of  Rio  de  Janeiro,  hereby  certify  that  I  was 
called  in  by  Mr.  Juan  Fernandez  to  examine 
3,500  sacks  of  flour  1/35  marked  J  F  Buenos, 
which  arrived  at  this  port  on  the  nth  instant 
by  the  Highland  Prince  from  New  York. 
I  examined  the  damaged  bags  in  the  store  of  the 
consignee  as  soon  as  the  separation  had  been 
made  and  I  verified  one  hundred  and  eighteen 
(118)  bags  badly  damaged  by  sea  water.  I 
agreed  with  the  consignee  to  assess  the  deprecia- 
tion at  six  (6)  milreis  per  bag  on  a  market  value 
of  nineteen  (19)  milreis  per  bag. 
There  were  29  damaged  in  series  24,  16  in  21, 
10  in  19,  21  in  18,  15  in  12,  6  in  ii,  7  in  10, 
8  in  4,  6  in  3. 

Any  settlement  with  the  underwriters  is  subject 
to  the  amount  of  the  insurance  and  to  the  terms 
of  the  policy. 

The  cost  of  this  certificate  and  survey  is  ioo$ooo. 
W.  W.  Williams. 

Inasmuch  as  the  captain's  log  and  the  pro- 
test which  he  had  filed  with  the  consul  at 
Rio  de  Janeiro  showed  that  the  Highland 
Prince  had  encountered  severe  storms  and 
had  shipped  a  good  deal  of  water  on  the  trip 
to  Rio  de  Janeiro,  the  adjusters  honored  these 
documents  as  evidence  of  the  validity  of  the 
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claim    under    the   policy,    and    adjusted    the 
claim  as  follows: 

There  were  shipped  as  per  Bill  of  Lading: 


Invoice 
Value 

Insured 
Value 

Insured 

Value  of 

Duty 

Total 
Insured 
Value 

Insured 

Value 

per  Sack 

3,500  sacks  Flour. . . 
1,000  sacks  Flour. . . 

£1,658.4.8 
13.759-60 

$9,660 
4.52s 

$1,000 
400 

$10,660 
4.92s 

$4-264 

Necessary  for  a 

claim,  3  per  cent,  on  $426.40  or 

$12,79 

There  were  damaged  as  per  survey: 

Sound  Value  per 

Damaged  Value 

Depreciation 

Sack  Rs.  i9$ooo 

Rs.   1 3 $000 

31.579% 

Series 

Damaged 

Insured 
Value  per 

Insured 

Depreci- 

For 
Consider- 

Claim 

Sack 

Value 

ation 

ation 

24 

29  sacks 

$123.66 

$39-05 

21 

16 

68.22 

21.54 

19 

10 

42.64 

13-47 

18 

21 

89-54 

28.28 

12 

IS              } 

$4 . 264 

63.96 

31.579% 

20.20 

II 

6 

25.58 

$8.08 

10 

7 

29.85 

9.43 

4 

8 

34-11 

10.77 

3 

6             J 

25-58 

8.08 

For  survev  and  renort  Rs.   lOoSooo  at  2C  cts. .. 

25.00 

For 

this  statem 

ent 

1. 00 

$36.36     $148-54 


Underwriters  on  cargo  pay  claim  $148.54  for  Consideration $36.36 

P.  S.  Insurance  Company  insures   100%,  pays  $148.54 

for  Consideration $36.36 


IX 

Packing  for  Export 

IT  is  unfair  to  say  that  American  manu- 
facturers do  not  know  how  to  manufac- 
ture for  export  nor  how  to  pack  for 
export.  This  indictment  has  become  so  com- 
mon among  writers  on  export  matters  and — • 
more  especially — among  the  competitive  ex- 
porters of  other  countries,  that  American 
trade  has  suffered  from  its  "reputation"  al- 
most as  appreciably  as  from  any  faults  that 
do  exist.  It  is  considered  an  ethically  sound 
selling  argument  for  European  salesmen  in 
some  foreign  countries  to  decry  the  Ameri- 
can manufacturer  as  one  whose  packing  can- 
not possibly  protect  the  goods  so  that  they 
will  reach  the  customer  in  salable  condition. 
The  falsity  of  such  a  blanket  indictment  is 
proved  by  the  examples  of  excellent  packing 
that  all  of  our  experienced  manufacturers  in 
export  lines  employ. 

It  is  the  negligence  among  the  uninitiated 
that    has    led    to    the    deplorable 
repute    in    which    "Made    in    the      Two  Rules  for 
U.  S.  A."  goods  stand,  as  regards     fj^^'l]^^''"^ 
packing,  in  some  countries.    There 
are   two   good   rules   for   the   prospective   as 
well  as  the  actual  exporter  to  follow. 
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The  first  is  to  solicit  from  the  customer 
complete  instructions:  how  to  pack  his  order, 
what  usage  it  must  withstand,  and  whether 
the  packing  will  affect  the  duties  to  be  levied 
on  the  shipment.  Then  supplement  this  with 
advice  from  the  shipping  agents  and  consu- 
lar reports. 

The  second  is  to  institute  tests  in  the  fac- 
tory as  to  the  strength  of  the  various  styles  of 
packing,  and  to  ask  the  customer  to  fill  out 
a  slip,  reporting  the  condition  in  which  the 
goods  are  received.    Such  a  system,  with  the 
results  tabulated  and  kept  on  the  office  rec- 
ord cards,  will  remedy  the  packing  question. 
In  determining  the  amount  of  boxing  to 
be    employed,    granting    that    cost 
Two  Rules  for     j^^g  ^^^^  satisfactorily  disposed  of 
Boxtng  .  ,  ^u  L 

in  each  case,   there  are   two  con- 
siderations that  should   guide   the   exporter. 

1.  The  boxing  should  be  heavy  enough  to 
insure  the  safe  arrival  of  the  goods  in  un- 
damaged condition  at  the  customer's  town. 
This  will  depend  largely  upon  the  length  of 
journey  and  the  shipping  conditions.  A  con- 
signment to  Winnipeg  will  not  require  the 
Strong  packing  that  a  shipment  to  La  Paz, 
Bolivia,  would. 

2.  Inasmuch  as  the  steamship  companies 
reserve  for  themselves  the  option  of  charging 
freight  either  according  to  measurement  or 
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according  to  weight  (depending  upon  which 
returns  the  higher  charges),  the  boxing 
should  be  as  light  and  as  compact  and  regu- 
lar in  shape  as  possible,  consistent  with  the 
strength  required  for  safety.  In  some  coun- 
tries the  question  of  duties  also  enters;  in  case 
duty  is  levied  on  gross  weight  the  shipper 
should  be  very  careful  that  his  style  of  pack- 
ing meets  with  the  customer's  approval. 

Let  us  consider  first  some  of  the  ways  in 
which  packing  may  be  made  heavy  and 
secure  enough  to  meet  the  needs  of  export 
shipment. 

The  size  of  the  lumber  used  will  depend 
upon  the  weight  of  the  goods  shipped.  For 
small  packages,  lumber  of  three-quarters  of 
an  inch  thickness  is  usually  found  to  be  suf- 
ficient.     This    is    usually    strong 

enough,    even    though    the    con-       ^l^^Jo  Make 
^   '.    ,  ^  J  Packing  Secure 

tents  weigh  over  200  pounds,  pro- 
vided the  ends  of  the  case  are  reinforced  with 
wood  battens  or  iron  or  steel  straps.  As  the 
size  increases,  the  packing  must  conform 
more  and  more  to  the  weight  and  character 
of  the  contents.  The  accompanying  illustra- 
tion on  page  no  shows  a  packing  case  used 
by  an  English  concern  in  the  Chilean  trade, 
constructed  to  contain  general  merchandise, 
shoes,  shirts,  haberdashery,  etc.  Consul-Gen- 
cral  L.  J.  Keena  of  Valparaiso,  Chile,  reports 
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that  this  style  has  been  very  satisfactory.     He 
quotes  a  local  importer  as  saying  that  it  is  so 


A   SATISFACTORY   PACKING  CASE 

well  constructed  and  so  well  covered  as  to 
require  no  insurance  against  theft.  He  fur- 
ther remarks: 

It  will  be  noticed  from  the  illustration  that  the 
end  blocking  and  the  end  battens  entirely  cover 
the  joinings  of  the  side  with  the  top  and  bottom 
of  the  case  and  give  the  case  great  rigidit}\ 

The  case  is  zinc  lined.  It  is  3  feet  4  inches  long 
by  2  feet  4  inches  in  height  and  width.  The 
ends  are  iJ-^-inch  boards,  the  sides  i-inch,  and 
the  battens  are  made  of  strips  ^4  by  3  inches.  It 
is  strongly  iron-hooped  right  around  the  battens, 
and  well  nailed.  For  a  case  of  this  type  the  im- 
porter pays  an  extra  charge  of  25  to  30  shillings 
($6  to  $7.25)  to  the  British  exporter. 

Next  in  importance  to  the  size  of  lum- 
ber to  be  used  is  the  question  of  reinforce- 
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ment.  This  may  be  accomplished  by  means 
of  battens  or  iron  or  steel  straps.  The  fore- 
going case  is  a  good  example  of  outside  bat- 
tening. Inside  battening  is  also  often  an  ad- 
vantage, and  in  some  cases  a  necessity.  In  a 
recent  export  manual  Mr.  R.  L.  Ardrey 
makes  the  following  pertinent  remarks  on 
this  subject: 

The  internal  packing  Is  more  Important  to 
protect  the  contents  against  churning  or  diagonal 
straining  when  a  box  receives  rough  usage.  In- 
side battens  around  the  ends,  wherever  they  can 
be  used,  with  steel  straps  around  the  outside, 
make  a  very  strong  box  to  carry  300  to  500  lbs. 
Steamship  men  say  that  one-inch  lumber  is  satis- 
factory for  boxes  carrying  1,000  lbs.,  if  the 
inside  bracing  and  packing  receive  proper  atten- 
tion. In  shipping  machinery  or  heavy  goods 
where  a  box  will  carry  more  than  500  lbs.,  it  is 
better  to  design  and  construct  the  inside  frame- 
work of  the  box  first,  and  look  upon  the  outside 
lumber  as  a  mere  covering  which  is  not  expected 
to  carry  any  strain  or  rough  usage.  This  Is 
especially  true  in  packing  engines  or  heavy  ma- 
chinery. In  shipping  a  single  heavy  machine  it 
carries  better  when  bolted  down  to  a  bottom  of 
two-inch  or  even  three-inch  stock,  with  a  frame 
erected  on  the  bottom.  Farm  tractors  are  now 
being  exported  by  the  thousands,  and  3  x  6  or 
even  3x8  lumber  is  used  freely  for  the  inside 
frame.  For  lighter  machinery  2x4  or  2x6 
lumber  is  used  for  the  inside  frame.  All  boxes 
which  are  too  heavy  to  be  lifted  by  dock  laborers 
should  be  designed  so  they  can  be  handled  easily 
on  rollers  after  they  get  beyond  the  reach  of 
ship's  tackle. 
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A  third  consideration  is  proper  nailing. 
Nailing  should  not  be  done  haphazardly.  It 
is  estimated  that  the  carrying 
capacity  of  a  box  is  frequently 
reduced  30  per  cent,  to  50  per 
cent,  by  using  nails  that  are  too 
small,  too  few  in  number  or  improperly 
placed.  The  accompanying  illustration  will 
show  how  nails  should  be  properly  staggered 


Proper  Nailing 
Increases  Carrying 
Capacity 


AN   EXAMPLE    OF    PROPER   NAILING 

(not  driven  in  a  straight  line)  and  tipped; 
how  they  should  all  be  driven  into  stock  and 
not  into  cracks;  and  how  the  sides  should  be 
nailed.  The  illustration  is  from  a  recent  re- 
port of  the  National  Association  of  Box 
Manufacturers  on  domestic  packing.  If  any- 
thing, the  nailing  on  export  packages  should 
be  reinforced.  Nails  should  be  approxi- 
mately two  inches  apart,  except  in  boxes  the 
sides  and  tops  of  which  consist  of  more  than 
one  piece.     In  such   cases   care   should  be 
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taken  that  the  narrow  pieces  have  at  least 
two  nails  in  each  nailing  edge  and  more,  if 
necessary,  to  comply  with  the  rule  for  two- 
inch  spacing.  The  nails  should  be  chosen 
with  regard  to  the  thickness  of  the  stock,  so 
that  the  nail  will  pierce  the  bottom  piece  of 
stock  deep  enough  to  insure  a  secure  grip. 

The  interior  packing  of  the  goods  deserves 
close  attention.     First,  the  goods  should  fit 
snugly  into  the  container.     The  smaller  the 
amount  of  waste  space,  the  less 
the  freight  charges  will  be.     If       Interior  Packing 

waste   spaces   must   be    allowed,      for  Economy 

.  .  ,       .  and  Frotectton 

excelsior     or     paper     shavmgs 

should  be  used  to  fill  them.  When  a  vessel  is 
tossing  about  on  the  high  seas,  with  a  con- 
sequent shifting  of  cargo  in  the  hold,  not  to 
mention  the  many  jounces  and  hoistings 
that  the  package  must  undergo  before  reach- 
ing the  customer,  it  is  essential  that  there  be 
no  possibility  for  shifting  of  the  goods  in  the 
case.  If  there  is,  breakage  and  chafing  are 
likely  to  result. 

The  case  should  be  lined,  the  character  of 
the  lining  being  determined  by  the  character 
of  the  goods.  Goods  that  may  be  damaged 
by  moisture  should  be  packed  in  waterproof 
cases.  Oiled  paper  should  be  used  in  wrap- 
ping articles  that  may  be  affected  by  mois- 
ture; and  such  articles  as  matches  should  be 
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placed  in  a  zinc  lining,  even  hermetically 
sealed,  when  the  goods  are  of  more  delicate 
character.  It  is  not  uncommon  for  shipments 
to  be  showered  by  spray  while  in  the  lighters 
in  some  of  the  open  roadsteads  that  exist  on 
the  west  coast  of  South  America,  or  even  to 
fall  from  a  sling  into  the  sea.  Pieces  of 
metal  liable  to  rust  should  be  covered  with 
grease  or  varnish,  especially  when  entering 
the  tropic  markets. 

Finally,  the  shipper  must  take  precautions 

against  pilfering.     Complaint  on   the   score 

of  theft  is  very  common  in  some 

Safeguards  Against  j^arkets    of    the    world.      The 

manufacturer  who  ships  his 
goods  in  easily  opened  containers,  or  is  over- 
anxious to  advertise  his  goods  by  telling  on 
the  outside  what  excellent  articles  the  case 
contains,  is  increasing  the  likelihood  that  his 
foreign  dealer  will  receive  the  order  short 
of  a  considerable  number  of  items.  Solid 
packing  with  the  use  of  iron  straps  will  go  a 
long  way  to  insure  a  shipment  against  pil- 
ferage. Numerous  sealing  devices  are  also 
available. 

Let  us  now  consider  some  of  the  means  by 
which  the  shipper  may  make  his  shipment 
conform  to  the  requirements  of  economical 
freightage  and  low  custom  charges.  First 
of   all,   the   elimination   of   all   waste   space 
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in  packages  will  bring  down  the  cubic  meas- 
urement.    Avoiding,  as  far  as  possible,  odd- 
shaped    packages    w^ill    result 
in  smaller  ship  measurements,       Observing  Shipping 

since  shipping  companies  base       ^    Consular 
^,     .  .  Requirements 

their  computations  on  rectan- 
gular rather  than  actual  cubic  measurement. 
More  important,  however,  from  the  cus- 
tomer's point  of  view  is  the  proper  packing 
of  goods  with  regard  to  the  customs  require- 
ments. Where  duties  are  levied  by  gross 
weight,  instead  of  by  net  weight  or  ad  valo- 
rem, it  is  evident  that  the  customer  does  not 
want  to  be  paying  the  same  duty  on  a  bulky 
wooden  casing  as  he  does  on  the  more  valu- 
able contents.  An  instance  will  suffice  to 
illustrate  this.  Special  Agent  Garrard  Har- 
ris reports  an  instance  in  which  a  tobacco 
firm  in  the  United  States  sent  a  shipment  of 
leaf  tobacco  to  a  Central  American  republic 
and  packed  the  tobacco  in  zinc-lined  wooden 
cases  instead  of  in  bales,  as  was  customary. 
The  duty  on  tobacco,  unfortunately,  was  on 
gross  weight  and  not  ad  valorem.  The  cus- 
tomer had  to  pay  the  duty  on  the  weight  of 
zinc  and  wood  as  well  as  on  the  tobacco,  re- 
sulting, when  added  to  the  extra  freight  and 
handling  charges,  in  a  loss  of  $300.  When 
the  case  was  reported  to  the  exporters  in  the 
United  States,  they  quickly  assumed  the  loss, 
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thus  convincing  the  dealer  that  they  meant 
to  deal  squarely.  As  a  result  they  are  han- 
dling a  good  business  with  him  today.  Their 
original  packing  was  intended  to  protect  the 
goods  from  water  damage,  but  they  had 
failed  to  supplement  their  study  of  packing 
with  a  study  of  Central  American  tariffs. 
Needless  to  say  the  lesson  has  borne  its  fruit 
in  proper  packing  ever  since. 

In  all  casing  for  export  regard  must  be 
had  for  the  quality  of  the  wood  used.  Soft 
pine,  though  light,  is  bulky  and  weak,  and 
should  be  used  in  more  or  less  protected 
parts  of  the  casing,  if  at  all.  European  man- 
ufacturers have  used  tougher  and  less  bulky 
woods,  and  have  carefully  selected  strong  and 
solid  pieces  for  use  in  making  the  case. 

The  exporter  should  hesitate  before  com- 
bining in  one  case  goods  of  varying  nature.  If 
the  customer  instructs  that  each  class  of  goods 
is  to  be  packed  separately,  he  is  doubtless 
figuring  on  paying  the  smallest  tariff.  Even 
the  inclusion  of  small  articles  as  premiums, 
of  catalogs  and  samples,  may  involve  the 
consignee  in  serious  difficulties  with  the  for- 
eign customs  authorities.  A  fine  imposed 
because  the  shipper  in  the  United  States  has 
not  observed  the  shipping  regulations  will 
undo  all  the  pioneer  work  that  the  salesmen 
and  sales-letters  have  accomplished. 
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Foreign     custom-house     officials     exercise 
broad  discretionary  powers  in  the  levying  of 
duties.     Should  a  case  contain 
a  single   sample   of   an   article     The  Danger  of 
dutiable  under  a  higher  tariff     ^^^^king Articles 
^,  ,  ^     f    1  I  Varying  in  Nature 

than  the  rest  of  the  contents,  the 

receiver  may  be  charged  a  higher  rate  for 
the  entire  contents.  Any  article  of  iron  or 
steel,  or  even  wood,  having  brass  or  copper 
fittings  or  attachments  may  be  classed  as  a 
brass  or  copper  article,  if  the  brass  or  copper 
parts  are  not  separately  invoiced  and  packed. 
An  American  bar,  with  a  brass  rail,  shipped 
to  one  of  the  South  American  countries  has 
been  lying  in  the  foreign  custom-house  ever 
since  because  the  authorities  decided  that  it 
was  a  brass  bar,  and  the  duty  charged  was 
far  in  excess  of  the  original  value  of  the  en- 
tire bar  itself.  The  manufacturer  should 
safeguard  himself  by  obtaining  from  his  cus- 
tomer all  instructions  regarding  the  ship- 
ment, and  then  supplementing  that  informa- 
tion by  data  obtainable  from  the  nearest  office 
of  the  Bureau  of  Foreign  and  Domestic 
Commerce,  or  from  the  consular  office  of  the 
country  of  destination.  Kelley's  "Custom 
Tariffs  of  the  World"  will  also  be  found 
useful  to  the  shipper,  if  supplemented  by 
any  changes  that  may  result  from  the 
war. 
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Two  Other  matters  deserve  the  exporter's 
attention.    One  is  the  proper  size  of  the  pack- 

Size  of  Packages       ^^^''   ^""^   ^^^  ""^^^^  ^^^  ^^^  ''' 
which   the   packages   should   be 

marked.  Frequently  a  customer  will  specify 
that  no  case  shall  weigh  over  50  kilos.  His 
instructions  should  be  carried  out  to  the  let- 
ter. The  mule  is  frequently  the  only  means 
of  transportation  into  the  interior  of  the  less 
civilized  countries,  and  the  maximum  top 
load  of  a  mule  is  usually  about  100  kilos 
(220  pounds).  This  weight  is  slung  in 
two  equal  amounts  over  the  mule's  back, 
so  that,  if  the  customer's  instructions  have 
been  disregarded,  repacking  will  be  neces- 
sary. 

On  the  other  hand,  packages  should  not  be 
too  small,  not  only  because  the  extra  packing 
increases  the  gross  weight  of  the  shipment, 
but  also  because  in  many  ports  there  is  a 
fixed  charge  for  packages  irrespective  of 
their  weight  or  size. 

In  some  ports  the  lighters  or  small  craft 
employed  in  unloading  are  so  frail  that  enor- 
mous packages  easily  handled  by  electric 
cranes  in  the  United  States  present  unsolv- 
able  problems  to  the  local  consignee.  This 
is  a  consideration  that  will  at  times  affect  the 
manufacture  of  an  article  for  export,  the  con- 
signee stipulating  that  the  larger  parts  shall 


Courtesy  CJenoral  Kloctric  Company 

SHIPPIXG  SF.VERAL  SMALL  PACKAGES 
TOGETHER 

The  Gcnerd  Electric  Company  send  their  three-lamp 
radiators  in  units  of  five.  Note  the  numberini::,  marking, 
battening  and  strapping. 
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be  so  made  that  they  may  be  shipped  in  sec- 
tions,  permitting  easy  handling      ^^^  ^ 

at  destination.  Should  be  Marked 

Fmally,    how    should    pack- 
ages be  marked?    The  marks  that  should  ap- 
pear are  usually: 

1.  The  consignee's  mark  or  name. 

2.  The  port  of  destination. 

3.  The  weight  in  kilograms,  numbers,  etc. 

If  the  consignee  is  not  a  regular  trader  his 
name  is  placed  on  the  packages.  If  a  regular 
customer,  it  is  usual  for  himself  and  the  ship- 
per to  agree  on  a  mark;  some  symbol,  such 
as  a  triangle,  square  or  circle  with  distin- 
guishing marks  in  or  near  it. 

The  port  of  destination  should  always  be 
in  plain  sight  on  every  package. 

Many  countries  require  that  the  net  and 
gross  weight  of  each  package,  as  well  as  the 
numbers  of  the  packages,  be  given,  all  to  agree 
with  the  numbers,  marks  and  weights  that 
appear  on  the  invoice,  shipping  papers,  etc. 
Failure  to  observe  absolute  accuracy  in  these 
details  has  frequently  resulted  in  unfortunate 
delays  and  fines  at  foreign  custom-houses. 

Several  of  the  South  American  countries 
specify  that  the  marking  on  the  packages 
shall  be  done  with  stencil  and  not  with  a 
brush,  the  use  of  the  latter  being  forbidden 
under  penalty.  Others  require  that  the  mark- 
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ing  shall  be  on  two  or  more  adjacent  sides 
of  the  package.  Inasmuch  as  the  marks  on 
the  cases  are  checked  up  with  those  on  the 
consular  invoices,  it  is  essential  that  only  the 
marks  on  the  consular  invoices  should  appear 
on  the  packages.  This  point  is  especially  im- 
portant in  the  use  of  second-hand  boxes  for 
export  shipments,  on  which  the  original 
marks  have  not  been  effaced.  In  fact,  the 
use  of  second-hand  cases  in  general  is  to  be 
discouraged,  as  the  strength  of  such  packing 
has  been  greatly  diminished,  and  in  the  long 
run  will  hurt  the  reputation  of  the  manu- 
facturer's goods,  both  on  account  of  loss  as 
well  as  on  account  of  poor  appearance. 

"Packaging"  as  well  as  "packing"  demands 
attention  in  export  trade.  It  is  frequently  the 
_  ,  .  case  that  the  quantities  contained  in  the 
uniform  packages  popular  in  our  do- 
mestic market  do  not  suit  the  foreign  cus- 
tomer. Take,  for  instance,  the  nail  trade.  In 
the  United  States,  nails  are  put  up  in  kegs 
holding  loo  pounds  each.  But  the  Japanese 
customer  wanted  his  nails  by  piculs — 133^ 
pounds — and  the  American  manufacturer  is 
now  supplying  the  Japanese  markets  with  spe- 
cial kegs  holding  that  amount.  In  British  In- 
dia, on  the  other  hand,  where  the  native 
dealers  in  the  open  bazaars  had  to  supply 
packages    of    such    size    that    the    customers 
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could  carry  them  away  in  their  hands,  the 
nails  had  to  be  delivered  in  small  packages 
containing  seven  pounds  of  nails  each.  Simi- 
lar experiences  have  been  met  with  in  many 
other  lines  of  exports,  such  as  food  products, 
textiles,  etc. 

Finally,  the  exporter  must  pay  attention,  not 
only  to  the  marking  on  the  outside  of  the  box- 
ing, but  also  to  the  mark  on  the  smaller  con- 
tainers and  to  that  on  the  article  itself.  It  is 
always  wise  to  have  the  words  "Made  in  the 
U.  S.  A."  stamped  on  all  goods  for  export. 
Restrictions  in  Australia  are  especially  rigid 
in  requiring,  not  only  a  statement  of  the  coun- 
try of  origin,  but  also  an  accurate  trade  de- 
scription of  the  goods.  Six  classes  of  goods 
are  specified  in  the  regulations  as  requiring 
accurate  description  as  well  as  the  name  of 
the  country  in  which  they  are  made  or  pro- 
duced. In  this  connection  the  term  "Made 
in  America"  is  not  sufficient;  the  marking 
should  be  "Made  in  U.  S.  of  America"  or 
"Made  in  United  States  of  America."  It  is 
advised  by  the  Australian  customs  that  the  ab- 
breviation U.  S.  A.  be  not  used,  since  it  may 
be  misunderstood  as  referring  to  the  "Union 
of  South  Africa."  As  an  instance  of  a  trade 
description,  the  following  will  illustrate:  A 
leather  boot,  manufactured  in  the  United 
States  and  having  a  leather  outsole,  a  card- 
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board  filler  and  a  composition  insole,  would 
have,  (i)  to  bear  the  trade  description: 
''Leather,  cardboard  filler,  composition  insole, 
made  in  United  States  of  America"  on  a  label 
sewn  to  the  side  lining,  or  branded  on  the 
side  lining  or  on  the  sole,  inside  or  outside, 
and  (2)  to  have  stamped  or  impressed  on  the 
outer  surface  of  the  sole,  legibly,  indelibly 
and  conspicuously,  the  words  "Leather, 
compo.  and  cardboard  sole,"  or  "Leather  out- 
sole,  cardboard  filler  and  compo.  insole." 

Likewise,  on  goods  to  France,  the  marking 
must  be  such  as  not  to  mislead  the  buyer  to 
believe  that  the  goods  were  made  in  France. 
The  use  of  such  French  expressions  as  "La 
Spirite,"  ''Bon  Ami'  must  be  accompanied  by 
further  designation  sufficient  to  establish  the 
country  of  origin. 

Packing,  packaging  and  marking  deserve 
the  study  and  care  that  progressive  exporters 
are  now  giving  to  them.  The  days  of  the  old 
Massachusetts  exporter,  who  said  that  he  got 
rid  of  his  slightly  damaged  goods  by  "ship- 
ping them  somewhere  east  of  Boston,  where 
the  best  is  like  the  worst,"  have  passed.  The 
modern  exporter  knows  that  his  chances  of 
winning  and  holding  the  markets  beyond  our 
borders  depend  upon  his  constant  attention  to 
each  and  all  of  the  factors  that  make  up  the 
completed  export  transaction. 
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SUGGESTIONS    AS   TO    FURTHER 
READING 

What  books,  additional  to  the  units  of  the 
Course,  would  comprise  the  most  valuable 
i2-book  library  for  the  prospective  exporter's 
office  use?  After  submitting  this  question  to 
a  number  of  men  associated  with  export  ac- 
tivities I  have  chosen  the  following: 

Exporters'  Encyclopaedia,  published  by  the 
Exporters'  Encyclopa3dia  Company, 
New  York.  Contains  full  information 
relative  to  shipments  to  the  different 
countries  of  the  world. 

Practical  Exporting,  by  B.  Olney  Hough, 
published  by  The  Johnston  Export  Pub- 
lishing Company,  New  York.  A  hand- 
book for  manufacturers  and  merchants, 
containing  valuable  information  regard- 
ing export  methods. 

Directory  of  Merchants,  Manufacturers  and 
Shippers  of  the  World,  published  by 
Kelly's  Directories,  Ltd.,  London.  Pre- 
sents a  statistical  account  of  each  coun- 
try with  a  classified  list  of  merchants, 
manufacturers,  exporters  and  importers. 
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Customs  Tariffs  of  the  World,  published  by 
Kelly's  Directories,  Ltd.,  London.  A 
collection  of  the  tariffs  of  all  countries. 

The  Harmsworth  Atlas  and  Gazetteer,  pub- 
lished by  Carmelite  House,  London. 
Maps  of  all  countries  of  the  world  with 
trade  routes  and  statistics. 

Modern  Foreign  Exchange,  by  V.  Gonzales, 
published  by  C.  S.  Hammond  &  Com- 
pany, New  York.  A  compilation  of  val- 
uable information  regarding  monetary 
systems  and  commercial  rates  of  ex- 
change of  all  countries. 

Commerce  Reports,  published  daily  by  the 
Bureau  of  Foreign  and  Domestic  Com- 
merce, containing  consular  and  trade 
reports  on  every  country  in  the  world. 

Commerce  and  Navigation  of  the  United 
States,  published  annually  by  the  Bu- 
reau of  Foreign  and  Domestic  Com- 
merce, presenting  in  great  detail  the 
commerce  of  the  United  States  by  arti- 
cles and  countries. 

A  composite  volume  containing  the  follow- 
ing publications  of  the  Bureau  of  For- 
eign and  Domestic  Commerce:  "Foreign 
Credits"    (Special    Agents'    Series   No. 
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62)  ;  "Factors  in  Foreign  Trade"  (Mis- 
cellaneous Series  No.  7)  ;  "Consular 
Regulations  of  Foreign  Countries" 
(Tariff  Series  No.  24)  ;  "Commercial 
Travelers  and  Samples  in  South  Amer- 
ica" (Tariff  Series  No.  19  A)  ;  "Packing 
for  Export"  (Miscellaneous  Series  No. 
5)  ;  and  "Export  Trade  Suggestions" 
(Miscellaneous  Series  No.  35). 

Statesman's  Year  Book,  published  by  Mac- 
millan  and  Company,  London  and  New 
York.  A  statistical  and  historical  annual 
of  all  countries. 

The  other  two  books  should  be  special 
publications  dealing  with  w^hatever  individ- 
ual countries  are  receiving  the  exporter's  spe- 
cial attention.  These  may  be  yearbooks,  re- 
ports of  the  Bureau  of  Foreign  and  Domestic 
Commerce,  or  regular  trade  publications. 
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QUIZ   QUESTIONS 

I 

1.  Enumerate  the  ten  special  instructions  contained 
in  a  complete  export  order  form.  What  cable  words 
should  be  given? 

2.  Who  issues  the  shipping  permit,  to  whom  is  it 
directed,  and  when  must  it  be  presented  by  the  exporter? 

3.  What  details  are  filled  in  on  the  dock  receipt? 
By  whom? 

4.  Give  the  headings  of  the  nine  columns  of  the 
"Memorandum  of  Weights,  Measurements  and  Rates." 
How  are  cubic  inches  quoted? 

5.  Draw  up  a  specimen  invoice,  showing  how  trade 
discounts  are  entered,  how  value  of  goods  not  charged  is 
stated  and  how  totals  are  converted  into  a  foreign  cur- 
rency. 

6.  Is  a  shipper's  export  declaration  necessary  on 
every  shipment?  Must  the  shipper  subscribe  to  the  oath 
on  every  export  declaration? 

7.  What  must  be  entered  on  the  ocean  bill  of  lading? 

8.  Outline  the  procedure  of  negotiating  insurance. 

9.  What  are  the  documents  that  must  accompany  the 
draft?  What  are  the  instructions  that  must  be  given 
the  banker? 

10.  What  are  the  various  items  that  should  be  con- 
tained in  the  letter  advising  the  foreign  customer  of  the 
shipment? 

11.  Follow  the  draft  shown  in  the  chapter  from  the 
time  it  is  negotiated  with  the  American  banker  until  it 
is  paid  by  the  foreign  customer. 

II 

12.  Draw  up  a  specimen  sight  draft  in  gold  dollars. 

13.  Does  the  exporter  always  receive  the  full  face 
value  of  the  draft?  How  can  he  present  a  draft  for 
collection  ? 

14.  Give  in  their  order  the  steps  of  opening  and  mak- 
ing use  of  an  irrevocable  export  credit,  ^ 
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15.  How  are  import  shipments  usually  financed? 
What  are  the  four  methods  by  which  incoming  goods 
may  be  received  by  the  consignee  from  the  bank? 


Ill 

16.  What  clause  must  appear  on  the  invoices  covering 
shipments  to  Canada  provided  goods  were  sold  prior  to 
shipment?    Provided  goods  were  shipped  on  consignment? 

17.  What  information  must  be  given  on  a  Colombian 
consular  invoice? 

18.  What  oath  must  be  subscribed  to? 

19.  What  are  the  Colombian  regulations  regarding 
bills  of  lading? 

IV 

20.  What  data  are  called  for  on  a  parcel-post  customs 
declaration  ? 

21.  If  a  customer  does  not  send  money  enough  with 
his  order  to  cover  cost  of  goods,  what  course  can  the 
exporter  take? 

22.  What  documents  are  sent  by  the  exporter  to  his 
forwarding  agents? 

23.  What  instructions  must  be  given  the  forwarders? 

24.  How  and  through  whom  may  the  goods  be 
handled  at  the  foreign  port? 


25.  What  instructions  does  the  export  house  usually 
include  in  its  letter  to  the  manufacturer  to  whom  it  is 
submitting  an  order  taken  by  the  manufacturer's  sales- 
man, for  shipment  via  the  export  house? 

26.  When  inquiring  for  prices,  what  information  does 
the  export  commission  house  call  for? 

27.  What  instructions  does  the  export  house  include 
in  its  order  to  the  manufacturer? 

28.  Outline  how  the  order  of  Suarez  Brothers  was 
handled  between  the  manufacturer  and  the  export  house. 
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VI 

29.  In  answering  an  inquiry  from  a  foreign  merchant, 
what  points  would  you  emphasize?  Mention  at  least 
seven. 

30.  How  would  your  letter  be  followed  up? 

31.  How  should  the  courtesies  extended  to  a  salesman 
be  recognized  ? 

32.  Give  an  example  of  how  a  special  offer  may  be 
made  a  prospective  customer  when  it  is  necessary  to  hold 
up  the  order  on  account  of  a  lack  of  credit  information. 

33.  How  may  credit  information  be  solicited  from 
the  prospect  in  connection  with  the  reply  to  his  inquiry? 

34.  Mention  the  points  of  information  contained  in 
the  ordinary  report  of  a  credit  agency. 

35.  What  are  the  points  of  information  included  in 
the  model  ^orm  for  the  exchange  of  credit  information 
among  exporters? 

VII 

36.  On  what  class  of  articles  is  drawback  claimable? 

37.  What  percentage  of  the  duties  paid  on  such  an 
article  will  be  refunded  under  drawback  provisions? 

38.  How  does  the  drawback  law  apply  to  alcohol  and 
to  materials  used  in  the  construction  and  equipment  of 
vessels  ? 

39.  What  data  are  included  in  the  "notification 
blank"?     To  whom  is  it  sent  and  by  whom? 

40.  What  is  included  in  the  "Agent's  Notice  of  In- 
tent"?    How  is  it  handled? 

41.  What  is  the  "Manufacturer's  Notice  of  Intent"? 
Where  and  how  is  this  sent? 

VIII 

42.  What  papers  should  accompany  the  claim  in  an 
Insurance  adjustment  case? 

43.  What  is  a  Captain's  Protest?  Where  is  it  filed 
and  why? 

44.  Enumerate  the  various  steps  in  adjusting  the  in- 
surance claim  in  connection  with  the  loss  of  the  lighter 
filled  with  petroleum  products  at  Mombassa. 
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45.  Do  the  same  in  the  case  of  the  particular  average 
loss  at  Rio  de  Janeiro. 

IX 

46.  In  what  two  general  ways  can  the  exporter  de- 
termine the  best  sort  of  packing  for  each  individual 
market  ? 

47.  What  two  considerations  should  guide  the  ex- 
porter in  determining  the  amount  of  boxing  he  will 
employ  ? 

48.  What  were  the  dimensions,  reinforcing,  lining  and 
cost  of  the  packing  case  mentioned  by  the  American  Con- 
sul-General  at  Valparaiso,  Chile? 

49.  Why  is  proper  nailing  important?  How  much 
can  it  increase  the  carrying  capacity  of  a  case? 

50.  Give  examples  of  the  necessity  of  special  lining 
in  export  cases. 

51.  Give  an  example  of  the  danger  of  packing  irre- 
spective of  the  customs  requirements  of  the  country  of 
destination. 

52.  How  do  customs  requirements  also  aflFect  the 
question  of  the  nature  of  the  goods  to  be  packed  in  the 
same  case? 

53.  Give  reasons  why  in  some  markets  packages  should 
not  be  extra  large;  why  in  some  they  should  not  be  too 
small. 

54.  What  marks  should  appear  on  a  case,  and  what 
precautions  should  be  taken  in  marking  a  case? 

(P.  2015-Rev.) 
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PROBLEM  IX 


Your  ccmpany  has  just  received  a  cable  confirming  the  order  which  was 
the  subject  of  discussion  in  your  solution  to  Problem  VIII.  Your  terms 
have  been  accepted  and  you  are  asked  to  make  shipment  as  soon  as 
possible. 

As  Export  Manager,  you  are  at  this  time  engaged  in  systematizing  the  rout- 
ine work  of  ycur  department .  You  want  to  devise  a  definite  plan  of  procedure 
for  the  handling  of  foreign  orders—from  the  time  of  their  receipt  until  the 
transaction  has  been  completed,  as  far  as  your  company  is  concerned. 

It  has,  therefore,  occurred  to  you  to  make  use  of  this  large  order  as  the 
basis  of  a  report  covering  every  detail  of  your  office  procedure.  In  this  re- 
port, you  will  give  specific  instructions  with  regard  to  each  step  in  the  hand- 
ling of  the  order,  from  the  time  when  it  first  reaches  your  desk. 

In  order  that  these  instructions  may  be  entirely  clear,  you  will  explain  the 
reason  for  each  step  of  the  office  transaction. 

You  will  also  indicate  the  nature  of  all  the  documents  which  have  to  be 
prepared -giving  a  full  description  of  each  of  them. 

You  will  explain  the   exact  significance   and  purpose  of  each  document. 

As  a  further  detail  of  this  report,  you  consider  it  advisable  to  include  sug- 
gestions with  regard  to  any  correspondence  which  may  be  necessary  m  con- 
nection with  the  handling  of  the  order. 

The  ninth  problem  calls  for  your  preparation  of  this  report. 


Do  not  attempt  to  write  out  your  solution  for  this  problem  until  you  have  studied  the  text  of 
Unit  IX  and  of  the  preceding  units. 

Write  your  solution  on  the  sheets  which  have  been  sent  you  for  that  r  urpose  and  mail  it  promptly 
to  the  Secretary  of  the  Course  in  Foreign  Trade  for  his  criticism. 
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PROBLEM  IX 


To  the  Students 
of  Foreign  Tradet 

The  problem  confronting  the  author  of  the  ninth  Onlt  of  the  Course  »a8  how 
to  get  Interest  into  a  purely  technical  subject.   It  isn't  an  easy  task  and, 
for  that  reason,  the  novel  way  in  which  Ur.  Baoher  met  the  situation  strikes 
ma  as  remarkably  successful.   By  reproducing  letters  and  documents  he  has  kept 
the  reader  constantly  In  touch  »lth  actual  export  transactions.  The  replacing 
of  theory  by  practical  examples  of  exporting  strikes  me  aa  a  splendid  idea. 


eral  ye 


ipar 


York  he  has  circled  the 
spent  in  the  Dutch  East  Indies, 
pushing  American  petroleum  pro- 


Ur.  Bacher's  knowledge  of  foreign  trade  is  based 
As  a  representative  of  the  Standard  Oil  Company 
globe.  Throe  and  a  half  years  of  bis  life  • 
Straits  Settlements  and  Federated  Malay  Stat 
ducts  into  new  markets. 

Some  of  Ur.  Baoher' 3  experiences  will  suggest  the  value  of  resourcefulness  in 
a  representative  of  American  Interests  in  foreign  lands.  He  had  to  learn  the 
Ualay  and  Dutch  languages!  he  has  overseen  the  construction  of  godowns  In  many 
parts  of  the  islands!  he  paid  a  visit  to  the  sultan  of  Soerakarta  in  mid-Java 
on  the  annual  state  occasion!  a  few  months  later  he  was  piercing  to  the  holy 
Toba  Lake  in  the  former  cannibal  region  of  north  Sumatra!  ho  covered  miles 
over  a  newly-constructed  railway  up  the  Malay  Peninsula  riding  on  a  handcar 
pushed  by  a  couple  of  Kllng  coolies !  he  spent  two  weeks  of  steady  traveling 
through  the  Achean  country  of  Sumatra  where  the  Dutch  still  have  their  soldiers 
watching  the  towns  and  railroads  lest  the  former  Aoheon  chiefs  stir  up  trouble 
again.  Practically  every  investigating  o.-  organizing  trip  that  he  made  brought 
up  problems  that  would  appeal  to  any  young  man  looking  for  adventure. 

This  actual  experience  Ur,   Baoher  has  supplemented  by  study  of  foreign  trade 
questions,  both  while  abroad  and  home.  Wo  were  fortunate  in  having  his  co- 
operation in  editing  tho  Foreign  Trade  Course  and  in  conducting  the  service 
during  the  first  two  years.   I  am  sure  that  the  thorough,  logical  and  readable 
way  in  which  he  has  handled  tho  subject  of  export  techniqu^p^-wl^l  appeal  to  you. 


-  company  has  just  received  a  cable  confiriniiig  the  order  which  was 
the  subject  of  discussion  in  your  solution  to  Problem  VIII.  Your  terms 
have  been  accepted  and  you  arc  asked  to  make  shipment  as  soon  as 
possible. 

As  Export  iVIanager.  you  arc  at  this  time  engaged  in  systematizing  the  rout- 
ine work  of  yourdeparlment.  You  want  to  devise  adcfinite  plan  of  procedure 
for  the  handling  of  foreign  orders-from  the  time  of  their  receipt  until  the 
\  has  been  completed,  as  far  as  your  company  is  concerned. 


It  has.  therefore,  occurred  to  you  to  make  use  of  this  large  order  as  the 
basis  of  a  report  covering  every  detail  of  your  office  procedure.  In  this  re- 
port, you  will  give  specific  instructions  with  regard  toeachstep  in  the  hand- 
ling of  the  order,  from  the  time  when  it  first  reaches  your  desk. 

In  order  that  these  instructions  may  be  entirely  clear,  you  will  explain  the 
reason  for  each  step  of  the  offic< 


You  will  also  indicate  the  nature  of  all  the  documents  which  have  to  be 
prepared  "giving  a  full  description  of  each  of  them. 

You  will  explain  the  exact  significance   and  purpose  of  each  document. 

As  a  further  detail  of  this  report,  you  consider  it  advisable  to  include  sug- 
gestions with  regard  to  any  correspondence  which  may  be  necessary  in  con- 
nection with  the  handling  of  the  order. 

The  ninth  problem  calls  for  your  preparation  of  this  report. 


Unit  IX  und  o(  the  preceding  units. 

Write  your  solution  on  the  sheets  which  have  been  sent  you  for 

to  the  Sreretaty  o(  the  Course  in  Fortign  Trade  lor 


Secretary,  Course  in   Foreign    Tracie 

Business    Traitiing    Corporation 

185   Madison    Avenue 

New  York    City 


3  1158  00289  8277 


COURSE  IN  FOREIGN  TRADE 
Unit  IX 

This  envelope  contains  the  following  material: 
-  A  letter  from  the  Director  of  the  Course. 
II  -  A  Reading  Report  and  Question  Card. 
Ill-  A  Problem  and  an  envelope  addressed  to 
the  Secretary  of  the  Course,  in  which  the 
solution   to    the    problem    should    be   mailed. 


First:  Read  the  letter  from  the  Director  of  the  Course. 

Secon  d:  Read  the  text  book  through  once.  Try  to  complete 
this  reading  at  one  time,  reading  continuously  from  be- 
gining  to  end. 

Third:  Fill  in  the  Reading  Report  Card,  showing  the  date 
when  the  Unit  was  received  and  the  date  upon  which 
the  first  reading  was  completed.  If  you  have  any  ques- 
tions on  the  subject  matter  of  the  text  book,  you  may  note 
them  on  the  card  and  they  will  be  answered  either  on  your 
next  problem  solution   or  by  special  letter,  if  necessary. 

Fourtiii:  Study  the  text  book  carefully,  chapter  by  chapter, 
testinc;  your  knowledge  by  means  of  the  Quiz  Questions 
which  you  will  find  in  the  back  of  the  text  book.  The  Quiz 
Questions  are  arranged  in  sections  which  correspond  to 
the  chapters  of  the  text  book.  It  is  not  necessary  to  write 
out  th<;  answers  to  the  Quiz  Questions. 

Fifth:  Write  your  solution  to  the  problem,  using  the  solu- 
tion sheets  with  v.'hich  you  have  been  stapplied.  Study  the 
problf  m  carefully  before  you  begin  to  write  and  be  sure 
that  you  understand  exactly  what  is  required. 

Sixth:  Mail  the  solution  to  the  Secretary  of  the  Course  in 
the  envelope  provided. 

Tlie  material  In  this  envelope  was  formerly  carried  in  pockets  in  the 
frcnt  and  back  covers  of  the  text  books.  It  is  hoped  that  the  new 
anangemsnt  will  avoid  the  inconvenifncc  which  was  sometimes 
caused  bythe  loss  of  material  which  dropped  from  tlic  pocieti 
when  the  books  were  unpacked. 

Business  Trainiwg  Corporation      -      New  York  City 


